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Lamps offer an exceptional program for 


SUECLSST UL SALTS 
RAMMING 


Never was the sales training need so urgent as it is today 
Almost all utilities are now actively engaged in re-buildiny 
their war-depleted sales forces. And prospects for both ney 
and modern lighting jobs are ready and eager to buy. 

The new G-E program—made to fit both group and individ- 
ual use—gives you the basic material needed to start training 
salesmen NOW: It makes full use of the best, most practic:| 
selling techniques. Developed in cooperation with tl 
famous LaSalle Extension University, the program includ: 
two basic texts common to all the courses except home lightr- 
ing. These contain basic discussions on light, vision and 
seeing; the fundamentals of salesmanship; specific lightiny 
problems, and selling facts about G-E Lamps. Briefly, each 
course includes the following facts: 


Store Lighting Salesmanship — Three complete ‘¢ Office and School Lighting Salesmanship—Tw 
mi texts: (a) Merchandising knowledge needed in Saw complete texts containing: (a) How to locate an 
selling store lighting, (b) Lighting for attraction, ap- approach lighting prospects, (b) A listing of particu- 
praisal and atmosphere, (c) How to locate and approach lar lighting needs of various kinds of offices and school 
store lighting prospects, (d) How to make a survey of (c) How to make office and school lighting surveys, 
store lighting needs and sell the recommended lighting. (d) How to close the sale. 


oy 


Industrial Lighting Salesmanship—Two com- oy ) Home Lighting Salesmanship—Five comprehen- 
Teak) plete texts specifying: (a) How to find and ap- WL sive texts discuss: (a) How to judge lighting and 
proach industrial lighting prospects, (b) The various decorative effectiveness, (b) Practical and effective sel 
types of industrial lighting needs, (c) Methods of survey- ing approaches, (c) How to close home lighting sales, 
ing and selling complete industrial lighting installations, (d) Sales arguments to demonstrate the need for bette 
(d) How to follow through on industrial sales. home lighting installations. 
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GENERAL @ ELECTRIC y 
wre tome diets STAY BRIGHTER LONGER ! 


Visit the Southern Textile Exposition, Textile Hall, Greenville, S. Car., April 8 to 13, and see the G-E Lamp Exhibit, Booth Nos. 115-118 incl. 
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PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


] VV 44:4") 
/ INSULATED WIRE WORKS 


Division of The Okonite Co. 


/ 
ee 


Wilkes-Borre, Pennsylvania * Offices in Principal Cities 


These are two of the performance factors which 
influence tape buying decisions — according to a 
recent survey made among tape salesmen. 


PANTHER and DRAGON Friction Tapes adhere 
firmly, and easily meet ASTM adhesion requirements. 
PANTHER and DRAGON Rubber Tapes fuse 
readily and securely and have excellent dielectric 
qualities. They pass ASTM tests for tensile strength 
with a wide margin of safety. All tapes pass Federal 
Emergency Specifications. 

PANTHER and DRAGON Tapes are nationally 
advertised tapes, brands made and backed by the 
company which has specialized for over 60 years in 
solving problems involving the insulation of elec- 
trical wires and cables. 

For full information on these tapes — or for the 
address of your nearest agent — write today. 4400 
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The ‘‘Reliable Regent’ 
Hinged Model 


HOW IT IS MADE 


%* Drawn steel shell—triple plated. 
% Cord and plug set of cold mold—for 


ae woman who cooks will find in BROILKING 
an amazing appliance, the usefulness of which she 
will not realize until she has tried it. No other cooking 
appliance in her kitchen will do so much, at so low a 
cost, in so little space, with a minimum of trouble 
and inconvenience. 

MR. DEALER, before the war BROILKING 
was a fast-turning, profit appliance, sold by the best 
retail outlets in America. Today, nation-wide, BROIL- 
KING again has the call from wholesaler and dealer 
alike. Improved in materials and production processes 
the new ‘‘Reliable Regent’’ model at prewar prices 
is the best buy in table broilers. 





* WHAT IT WILL DO x 
Broil a meal for 4 
right on the table! 

Holds 4.6 chops 


Whole broiling Chicken 





large Steak 
4 fish filets 


12 SaQUsages or frankfurters 


9 hamburgers 








al 


higher heat resistance. 
% Improved refractory materials. 
%* Detachable hinge cover. 
* Bakelite heat-resistant accessories. 


All at the popular, pre-war price! AMERICA'S FINEST ELECTRIC table BROILER 





INTERNATIONAL APPLIANCE CORP., 1041 Metropolitan Avenue, Brooklyn 6, N. Y. 
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(ALL PURPOSE Electrical Raceway 


National adds to its. system of surface race- 
ways a most versatile product —Surfaceduct, 
a raceway approximately 2x2. Entirely 
accessible for ease of future wiring changes, 
it is adaptable to lighting circuits, power 
for work benches and heavy duty require- 


] ) ® i € | t s ments up to 60 amperes. 
ational tlec ric TIRES INE || a 
© -DOUCTS CORPORATION ty tall) Surfaceduct has the “lay-in” feature, origi 
Pittsburgh 22, Pa. nated by National, which expedites wiring. 
; An ingenious bridge insures firm anchorage 
of the capping or devices. Write for com- 
plete engineering data. 





CONDUIT FITTINGS ¢ CABLE TERMINATORS 
CAST IRON BOXES © SOLDERLESS CONNECTORS 


GROUNDING DEVICES e POWER CONNECTORS 


if they’re OZ 


Engineers who specify them stamp an unqualified “OK” on 


Solderless Connectors marked “O. Z.”. 
They’ve found O.Z. Connectors offer 


superior mechanical strength .. extra 
high electrical conductivity . . . 
that they stand up in long, 


hard service. Try O. Z. Connectors 


yourself, and see! Note their 
compactness and neatness. And for 
quick easy assembly, they can’t be equalled. 


Now, with more distributors handling the complete 
O. Z. line, you can get your O. Z. fittings in a hurry — 
right off the shelves of your local supplier. 


For the name and address of the O. Z. dis- 


ELECTRICAL tributor in your locality, and a copy of 
MANUFACTURING the big new O. Z. Catalog, write on 
your business letterhead today. 

a ® COMPANY 


262 BOND STREET -: BROOKLYN 2,N. Y. & 269 
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IT HAS THE 77“ 


“That's why this full-sized iron feels so light. Ironing is easier . . . I don’t 
get so tired! 

“Then, too, aluminum conducts heat fast. . . all women know that. And with 
the heating element cast right into the aluminum sole plate the iron 
holds a steady heat... even on cold, damp garments. I get my ironing 
done lots faster! 

“The choose-your-heat dial has extra adjustment for the low heat range of 
the new synthetic fabrics as well as the regular range of rayon-to-linen. 
My Arvin is safe on ANY fabric! 

“Of course, there are many other Arvin features | like ; ; ; but it’s the 


aluminum sole plate with cast-in element that really takes the ‘drag’ 
out of my ironing day! Tell other women about it— THEY'LL BUY! 
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DIEFLEX TUBING AND SLEEVING 


«+e lts Quality Protects You! 

DIEFLEX VARNISHED TUBING and SATURATED SLEEVING 

TUBING ond SLEEVING helps you do the job right the first time — insures you against failures 
and the extra cost of doing the job over. 

DIEFLEX TUBING and SLEEVING gives you all these benefits 
— moisture, oil and acid proof — extra flexible for easy handling — 
smooth bore inside — wires won’t snag — smooth outside — won’t 
fray or crack — stays round, will not flatten — stands up under 
extreme temperatures and ordinary baking — has high dielectric 
strength — meets or beats ASTM Standards. 

Protect your labor and profits with DIEFLEX TUBING and 


SLEEVING! 
Ask For Free Sample Set 


FIBERGLAS INSULATION MATERIALS 


FIBERGLAS* . + Guarantees Dependable Jobs! = 


“TM REG US PAT OFF FIBERGLAS INSULATION prevents motor burnouts and 
ELECTRICAL INSULATION failures—-is not affected by moisture — will not burn on over- 
loads or high heat — cannot be attacked by most acid or vapors — 
will stand up under tough use — takes abuse longer without failure 
—has great mechanical strength and high dielectric qualities — is 
thin, light and flexible — saves space and is easy to handle in tight 
spaces. 
Use FIBERGLASS for all your best work — satisfy your most par- 
ticular customers — make all your jobs safe against failures. 
FIBERGLAS is carried in stock in tape, tubing, sleeving, cord, 
cloth and mica combinations. 


Write For Samples and Prices 


MANNING INSULATING PAPERS : 
vee They're TOUGH IS 


MANNING No. 300 tops the field of insulating papers. 100% rag 
content — excellent dielectric strength— maximum varnish absorp- 
tion — superior heat aging quality — won’t delaminate — tough to 
tear — saves labor on rewinds — protects against shorts or grounds 
—MANNING 300 PAPERS offer the best on every count. 

Uniform in thickness—furnished in all convenient sheet sizes and 
weights. 

Avoid comebacks—insure your work and profit with MANNING 
INSULATING PAPERS. 

Write for Samples and Prices 














INSULATION AND WIRES INCORPORATED for Your Copy 
2127 PINE ST. «+ ST. LOUIS 3, MISSOURI of the IWI 


ATLANTA 3, GA. + HOUSTON 2, TEX. Blue Catalog. 
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THE oy S tory 


OF THE SAMSON AUTOMATIC IRON 





1000-WATT STEEL-ROCK HEAT UNIT: SAMSON 


Embedded ... safe from air and moisture, quick 
heating, current-conserving, long-lasting. 

MAGIC EYE: Lights up when current is on and 
blacks out when off ... showing economy in current 
due to ironing much of time on stored heat. 


PRECISION THERMOSTAT: Dependable 
automatic control of iron temperatures 
actually right at ironing surface. 

DUO-DIAL HEAT CONTROL 

Measures the heat to suit a par- 

ticular fabric when ironed 

at a particular speed... the 

selective-speed feature that 

makes this the supremely safe 

iron in anybody’s hands. 


AIR-COOLED 

PLASTIC HANDLE: Fashioned 
for a comfortable grip... cool 
to the hand, easy on the wrist. 


BUILT-IN CORD: With Rubber Guard. 
Approved 10,000-cycle. 
LIGHT WEI 1 Perfectly balanced 


for arm and wrist ease. 


7 EOGE: Easy ironing 


into pleats and folds, as well as around buttons. 
NEVER ‘CH HEEL for unimpeded back-strokes in ironing. 


ETY-TILT K«-TO-REST: An effortless rocking 
* motion stands the iron on its handle, with ALL hot metal off 
the board ... and at just the right tilt and firm rest for safety. 


STR ‘ EAL in gleaming chromium plate 
and black plastics. 


WE HAVE one big reason for presenting this cutaway view of the 
SAMSON Automatic Iron... namely so that you can see for yourself the high quality 
construction that makes possible the long list of sales-making 
SAMSON features. And for plus value, every SAMSON iron 
comes in a colorful, eye-catching package 


that serves as a self-selling display. 


SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 


Samson United of Canada, Limited, Toronto 
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ER PLANS” 


Chicago dealer gets “more for 


from Commercial Credit service 








46 
L. anticipation of a big upswing in 
appliance sales, we have been getting our plans 


organized, particularly the financing we will want. 


“If | needed any convincing that Commercial Credit 
gives both me and my customers more for the 


money, your new set-up would certainly do the job- 


“We are appreciative of your fine service during 
our past eighteen years and are sure that ‘when 
are offered’, they will come from — 


Commercial Credit.” 


Television Radio Co. 
Chicago, Hl. 


ye NGe. 


Home Appliances and Heating Equipment - 








COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 





Capital and Surplus more than $80,000,000 
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TENSILE STRENGTH ELONGATION 


Pounds per square inch Per Cent 
300 
a oa 
R T 


INSULATION VOLTAGE BREAKDOWN 
RESISTANCES Volts Per Mil 
CONSTANT 
1,200 


10,000 


1,000 
500 
=, am He | 
a | pe ST 
R T = RU 


THREE TYPES of building wire are authorized under the new Electrical 
Code. These are: 


R—Used by the Industry since its inception. The copper conductor has a 
Code rubber insulation and fibrous overall cover. 


T—A copper conductor with VINYLITE (a synthetic compound) insulation. 


RU—LAYTEX. This type has a copper conductor, natural rubber insulation 
and fibrous cover. 


The charts above show the wide margin by which LAYTEX leads in physical 
and electrical qualities. This is America’s lightest weight, smallest diameter, 
natural rubber covered wire. Now available without restriction. 


SCIENCE 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20,N. Y. 
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@ provides the simplest, quickest means 
for determining circuit conditions, loads 
/taken by motors and other electrical 
equipment — all during normal operation 
without circuit interruption. The clamping 
jaws are simply placed over the conductor 
or bus, and current reading taken. 


€ 27 meters in one — with selected AC 
and DC voltage, current, and resistance 
ranges. With DC voltage sensitivity of 
20,000 ohms per volt, it is ideal for testing 
photo-cell and sensitive relay circuits, 
alarm systems, electronic equipment etc., 
as well as small motors and controls, light- 
ing circuits, etc. Can be used with.current 
transformers and voltage multipliers. 





+ direct-reading, pocket size meter cali- 
brated to measure light values in foot- 
candles, and in “seeing tasks”. Equipped 
with the WESTON VISCOR filter, it 
measures all light values direct, without 
correction factors. Models for other 
requirements, 


\ For complete information on these, and 

_ other time-saving WESTON instruments 
\write . . . Weston Electrical Instrument - 
Corporation, 628 Frelinghuysen Avenue, - 
Newark 5, New Jersey. _ 


Weston Lita 


oF 


_ Mbany - Atlanta - Boston - Buffalo - Chicago - Cincinnati - Cleveland - Dallas - Denver - Detroit - Jacksonville - Knoxville - Los Angeles - Meriden - Minneapolis - Newark - New 
Orleans - New York - Philadelphia - Phoenix - Pittsburgh - Rochester - San Francisco - Seattle - St. Lovis - Syracuse + In Canada, Northern Electric Co., Ltd., Powerlite Devices, Ltd. 
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Two-Way Research Keeps 
SENDIX Mead! 


Above: K. C. Randolph, chief 
chemist, determining the effects 
of certain soaps, and processes 
on types of fabric. A. E. Mur- 
phy, laboratory assistant, read- 
ing a total dissolved solids meter, 
to check soap left in clothes. 


Right: View of testing bench. Left 
to right, A. E. Murphy, operat- 
ing a Hunter Reflectometer. K. 
C. Randolph, inserting measured 
detergent into one of test ma- 
chines. R. E. Oeler, project en- 
gineer, weighing test wash load. 


é 


Here at Bendix Home Appliances, Inc., in South Bend, 
intensive research is conducted from both the manufac- 
turer’s and the home owner’s viewpoints. 


From the Engineers’ Viewpoint— Bendix automatic ‘“‘washers”’ 
are operated and tested through every conceivable con- 
dition under which they will be expected to perform. 


From the Housewives’ Viewpoint— The Bendix Home Laun- 
dry Institute staff observes and checks results from ma- 
chines operated under typical home conditions, with 
various kinds of fabrics and clothes soiled in use—and 
while using different soaps, detergents, softeners and 
other cleansing agents. 

Both such research activities are directly resultful in 
improving the qualities of design and manufacture, and. 
raising the efficiency of Bendix performance in the home. 


De Luxe Model 


: "BEND [Xn=c Home Laundr y 


BENDIX HOME APPLIANCES, INC., SOUTH BEND, INDIANA - PIONEERS AND PERFECTORS OF THE AUTOMATIC “WASHER™ 
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AUTHORIZED DEALER * 


A 


YOU COULD RECEIVE 


ON MONARCHS 


50” 


ANNIVERSARY — 


4 


MONARCH RANGESc«HEATERS . 






Yes, to become an authorized Monarch dealer 
is really cause for celebrating ... . for 
Monarch’s Golden Jubilee Line gives you out- 
standing range models for every type of pros- 
pect .... electric, gas, coal-wood and combina- 
tion ranges. 


Throughout the line, exclusive Monarch features 
stand out to aid in competitive selling .... 
“beauty” .... “cooking efficiency”... . “dura- 
bility” .... “exclusive designs.” And a national 
advertising campaign in leading farm publica- 
tions and magazines to help you sell your 
customers. 

So.... to cash-in on the accumulated dividends 
of Monarch’s fifty years of cooking progress, write 
for details to place this authorized Monarch 
dealer sign in your window at once. 


MALLEABLE IRON RANGE CO. 


4836 Lake Street Beaver Dam, Wisconsin 


RANGES AND HEATERS 


‘Gums 


COAL-WOOD, ELECTRIC GAS and COMBINATION RANGES 
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BULLDOG LO-x Popntilqated sus Duct 


INCREASES POWER .. . DECREASES VOLTAGE DROP 


Pioneer in the field of Plug-in Bus Duct for mits current with less reactance, lower voltage 
Branch Circuits, BullDog also leads with a drop and reduced operating temperatures. 
Low Reactance (LO-X) Feeder Type Bus Duct Available in ratings from 600 Amperes to 
in which exceptional design assures outstand- 4000 Amperes, 600 Volts or less, it is the most 
ing performance. efficient and economical distribution system 
Using a unique method of arranging bus now available for Feeder and Welder Circuits. 
bars, termed “paired phasing” and mounted There is a BullDog field engineer in your 
in an open mesh casing of expanded metal, vicinity ready to serve you—or if you prefer, 
BullDog Ventilated LO-X Feeder Duct trans- write us direct for descriptive Bulletins. 


BUY VICTORY BONDS BU L LD O (s SALVAGE PAPER 
Also Manufacturers of 


DETROIT 32, MICHIGAN. ‘ 

ELECTRIC PR CTS COMPANY Vacu-Break Safety Switches—SafToFuse 

in Canada: a nana Panelboards—Switchboards—Circuit Mas- 

BullDog Electric Products of 2 a ter Breakers—Universal Trol-E-Duct for 

Canada, Ltd., Toronto. flexible lighting—BUStribution Duct for 

Field Offices in All Principal Cities. Plug-in egies Industrial Trol-E-Duc 
for movable “loads. 








Excellent Tone 


SECOND 


Mechanical Superior: 





——— THIRD 
Fine Styling 


~~ FOURTH 


Popularly Priced 


¥.. after year, since their inception, the 


four important chime characteristics listed above, have made it possible for Rittenhouse 
Electric Door Chimes to assume and hold American home-owner preference. 

Today, more than ever, Rittenhouse has pre-eminence in these distinguished attributes: 

TONE EXCELLENCE because Rittenhouse engineers have eliminated chime ‘‘static’’— objectionable 
mechanical noises. Rittenhouse tone is clearer, richer, more melodious. 

MECHANICAL SUPERIORITY because only in Rittenhouse Chimes do you get the exclusive Rittenhouse 
Floating Percussion Unit, the patented “Rhythm Master” timer—the simplest timing mechanism 
made, assuring trouble-free, and longer, flawless chime performance. Rittenhouse plungers and 
springs are locked in place permanently, new chime alloys guarantee extra tone quality, and an 
adjustable volume control and shut-off switch add still more to Rittenhouse chime utility and 
convenience. 

FINE STYLING because Rittenhouse Chimes combine the internationally acclaimed design ability of 
Norman Bel Geddes with the best chime craftsmanship and product materials available. 

POPULAR PRICING because years of Rittenhouse manufacturing ‘know-how’, new war-developed 
methods and large-scale production make possible greatly reduced chime costs. These conspicuous 
savings are reflected in the price of the Rittenhouse line for 1946. 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 


D Rittenhouse 7 


AMERICA’S FINEST CHIME SIGNALS | 
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Plan 
fo Attend 


NEE the Latest 


in the World of 
Lighting! 


See How Lighting Contributes to 


Better Seeing 


for Improved Production 
and for Greater Sales 


A Complete Exhibition of Post War Lighting for Industry, Business, Stores, Offices, 
Schools, Service Stations, Play Areas, Airports and Streets 


The International Lighting Exposition 
and Conference will be the mecca 
next April for thousands of architects, 
electrical contractors, electric light 
and power personnel, consulting en- 
gineers, building managers, industrial 
and commercial executives, whole- 


salers and dealers. 


this Exposition and Conference will 
provide you with the first oppor- 
tunity in five years to really “‘catch 
up” with the amazing developments 
in the field of commercial and indus- 


trial lighting. In addition to the new, 


better and more efficient lighting units, 
there will be many interesting and 
informative displays, such as those 
by the Illuminating Engineering So- 
ciety and manufacturers of products 


which assist in proper lighting. 


Equally important is the series of 

lighting conferences to be held on 

Friday, Saturday, Menday and Tues- 
Exposition open 

12 Noon to 6 P. M., Fri. Sat. Sun., Mon, and Tues. 


day, April 26 

standing men in the industry will 
discuss latest trends and practices in 
lighting. There will be a special ses- 
sion on sales methods for electrical 


contractors and wholesalers. 


Don't Miss This Program of Lighting Conferences 


SATURDAY 
Lighting Sales Forum 
for 
Electrical Contractors 
9:30 a m. to 12:30 p m. 


FRIDAY 
New Lighting Trends 
ond Methods 
9-30 a.m. to 12:30 p.m. 


MON DAY TUES DAY 
Industry Conference lighting 
on lighting Service and Application 
lighting Sales Training Forum 
9:30 a.m. to 12:30 p.m. 9.30 a.m. to 12:30 p.m 


For further information, write International Lighting 
Exposition, 111 West Jackson Bivd., Chicago 4, Ill. 


INTERNATIONAL LIGHTING EXPOSITION 


ii dustrial and Commercial Lighting Equipment Section, 
Sponsored by EN A) Industrial and Com ghting Equip 


3 
/3} 


National Electrical Manufacturers Association 


+6 








Always keep 


LOOK TO 


AANA: Ry 
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—and corrosion at one vital 
spot can cut off your electrical 
power for farm production 








WHEN ELECTRIC POWER LINES simply must stay in service, }¢ 
sure they’re made of copper. Anaconda wire and cable has 
long demonstrated its ability to protect heavy investments 
in power lines and power equipment. 

Anaconda research and engineering are behind every 
pound shipped, constantly setting rigid standards of per- 
formance to meet the most severe operating conditions. 


Look to Anaconda for dependable rural conductors— 
BARE COPPER WIRE AND CABLE 
COPPERWELD AND COPPER-COPPERWELD 
WEATHERPROOF WIRE AND CABLE 


AN 
FOR WEATHERPROOF THAT LASTS ~ 
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TRADE MARK 


The Attic Fa Fan You Can Sell 
When Competition Gets Tough 


So great is the public demand for attic fans, and 
so severe the shortage, that almost any kind of 
fan can be sold this year. 


But another day is coming! Great demand breeds 
stiff competition. Recent surveys show that three 
out of four appliance stores . . . plus many hardware, 
furniture and department stores . . . plan to handle 
attic fans. When the time comes that increased 
factory production can stock all these outlets, you'll 
need a fan you can sell against competition. 








That’s where Coolair dealers are a long step ahead. 
For the list of Coolair sales points includes many 
exclusive patented features, backed up by the repu- 
tation and engineering experience of the pioneer 
manufacturer of attic fans. 


* x a 


If you’re an aggressive, far-sighted businessman 
interested in the long range opportunities in attic 
fans, get in touch with your Coolair distributor or 
write us for his name. Even though he may not 
be able to supply you right now, it will pay you to 


get acquainted with him and plan for the future. 


full description of the Coolaw line, with 
poo ge rrr data, 
ELECTRICAL BUYER'S 


AMERICAN COOLAIR 
CORPORATION... .ttanetoctares 


3604 MAYFLOWER STREET 
JACKSONVILLE 3, FLORIDA 





















AUTOMATIC 
CIRCUIT BREAKER 
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Here is a panelboard as modern as tomorrow! 
Designed for lighting and appliance branch cir- 
cuit protection and control, nothing has been spared 
to meet every requirement. Compact and attractive 
to please the architect . . . scores of knockouts, 
4-inch gutters, adjustable leveling to please the con- 
tractor . . . nothing to replace or service to please 
the maintenance men .. . years and years of trouble- 
free service to please the owner . . . and quality 
materials and workmanship to please ourselves. 

Everyone is delighted with this panelboard. Stores, 
offices, factories, schools, hospitals, commercial and 
public buildings have found it meets their require- 
ments perfectly. 

The @ Dublbrak Panelboard has the “extras” 
you want. Individual circuit breaker construction. 
Automatic thermal protection against overload and 


short circuit. Time- 
lag for harmless 
momentary over- 
load. Quick make 
and break opera- 
tion on manual and 
automatic trip. Red button indicator for speedy 
location of automatically tripped circuit breaker. 
Entire front is shock proof and tamper proof. Heavily 
silvered, double break contacts adds years to the 
life of the panelboard. 

Capacities of 15 to 50 amperes for alternating or 
direct current. Double or triple pole assemblies with 
individual trip per pole are available. Write today 
for Bulletin No. 67 giving specifications, prices and 
many helpful suggestions. 


ELECTRIC CO. 
P.O. Box 357 
St. Louis, Missouri 
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MARCH, 1946 


Preview of Electrical’ Living 


The postwar appliances to simplify the homemaker’s house- 


keeping problems have begun to materialize. 


Four billion 


dollar business annually for the next five years is predicted. 


[HE MODERN AGE Of electrical living 
1ow dawning in American homes will 
provide jobs for more than 600,000 
men and women and will mean an an 
nual business of $4,500,000,000 dur 
ing the next five years, B. W. Clark, 
vice-president in charge of sales for 
the Westinghouse Electric Corpora 

forecast to metropolitan news 
paper and magazine editors at a re 
ent preview of 1946 Westinghouse 
home consumer products. 

[he theme of the preview was set 
yy a color film “The Dawn of Electric 
| Living,’ prepared by the Walt Dis 
ney Studios, in Hollywood, for West- 
inghouse as the company’s contribu- 
tion to the industry program to in- 
form the public of the importance of 
idequate wiring in new and old 


lis 
nomes. 


Billions of Dollars Involved 


ln a financial analysis of the busi 
of clectrical living, Mr. Clark 
pointed out that improved wiring in 


new and remodeled homes would cost 
more than $215,000,000 yearly; small 
and large appliances, from lighting fix- 
tures to refrigerators, will have a mar- 
ket demand of more than $2,000,- 
000,000 a year; expanded electrifica- 
tion and increased power demands for 
the appliance-conscious public will re- 
quire annually from $1,000,000,000 
in 1946 to $2,000,000,000 per year in 
ten years for electricity, and new capi- 
tal investment by the utility compan- 
ies to provide this power will exceed 
$1,000,000,000 a year. 
Employment Opportunities 

He conservatively estimated that 

150,000 will be employed in the mak- 


The parade of new appliances includes 
many items entirely new insofar as 
application in the home is concerned 
such as the household size Precipi- 
tron shown at the left, an electro- 
static air cleaner which will revolu- 
tionize housecleaning. Other photos 
show improved models of automatic 
dishwashers and washing machines. 
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ing of home appliances and radios; 
125,000 in producing generating and 
distribution equipment required to 
bring electricity to the nation’s homes; 
80,000 in the maintenance, installa- 
tion and operation of electric utilities; 
30,000 in the wiring and rewiring of 
homes, and 250,000 in the distribu- 
tion and sales of appliances. 

It is generally agreed that we need, 
within the next ten years, seven to 10 
million housing units of all kinds. 
Shortage of men and materials will 
surely limit us for several years, but it 
is hoped 350,000 to 400,000 housing 
units, from single homes to great 
apartments, can be erected in 1946 
and perhaps we can step up beyond 
the 700,000 mark in 1947. The value 
of this housing should be around 
$6,000 average per unit. 

The business of electrical living 
starts with building, because con- 
cealed within the walls must be the 
wires, switches, and protective devices 
to provide current for lighting fixtures 








and appliances. At a probable average 
cost of $160 per home, this prelim- 
mary new house wiring should 
amount to a volume in materials, labor 
and other costs of upwards of $65,- 
000,000 per year. 


Rewiring Needed for Homes 


Added to this are the requirements 
of existing homes. Almost all of these 
are inadequately wired or improperly 
protected for the use of the loads to 
be placed upon them by the rapid in 
crease in electric utilization. At least 
$150,000,000 per year for several years 
should be expended in wiring costs in 
the remodeling of our millions of ex- 
isting homes. 

Mr. Clark estimated the annual de 
mand for electric appliances in these 
uew and existing homes at: electric re 
frigerators; 3,000,000; electric ranges, 
800,000;- washing machines, 2,500, 
000;-vacuum cleaners, 2,000,000, and 
radios, 5,000,000. 

At average expected prices these 
items total $1,300,000,000 in sales vol- 
ume per year for five years. If we add 
the business in appliances not men 
tioned — such as flat irons, roasters, 
toasters, coffee makers, room heaters, 
sun and heat lamps, lighting lamps 
and fixtures—here is an annual market 
of more than $2,000,000,000 a year in 
utilization devices alone. 

Mr. Clark pointed out that the 
radio estimate is for 1946. The an 





nual number of sets sold is expected 
to include thereafter, but this will be 
compensated for by increased unit 
value of television models. 


Current Use Doubled 


As an example of how electrical liv 
ing is taking hold, the average home 
consumer in 1935 used 600 kilowatt 
hours of electricity per year. In 1942 
that consumption had reached 1,022 
kilowatt hours, and — surprisingly 
enough, in spite of the fact that no 
new appliances were being made—it 
reached more than 1,200 kilowatt 
bours per year in 1945. ‘That trams. 
lates into a total use of 30,000,000,000 
kilowatt hours per year, or at an aver- 
age of three cents per kilowatt, $900,- 
000,000 per year. The unit rate, by 
the way, is little more than half what 
it was more than ten years ago, an 
other fact that has contributed greatly 
to the rapid growth in home use of 
electricity. 

If the rate of growth continues, as 
we surely expect it will, and the new 
homes are built and more farms are 
electrified, the utilities should be 
serving 35,000,000 homes 2,200 kilo 
watt hours per year cach, in 1955, 
or 77,000,000,000 kilowatt hours. If 
the rate remains the same, we see in 
ten years a home market of more than 
$2,000,000,000 for electricity alone. 

Pointing out that equipment re 
quired to generate and distribute elec 
tricity to homes costs nearly as much 






















To facilitate kitchen planning, Westinghouse has designed four typical elec- 

trical kitchens for homes in four price ranges. These are designated as 

“budget,” “thrift,” “ideal,” and “deluxe.” Shown here is the deluxe plan. 

In addition to having deluxe models of all the basic equipment, it in- 
eludes decorative lighting of the most modern type. 
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as the appliances which use the elec 
tric current, Mr. Clark said that he 
believed a fair figure for capital invest 
ment in generating plants, substations, 
transmission and distribution lines is 
$1,000,000,000 per year for the next 
five years, as applicable to the hon 

load alone. 

Here then, in the business of equi 
ping and running homes clectrical|\ 
is a market that approximates $4,50! 
000,000 anually and will continue { 
at least five years—if we all work 
it. 

Reconversion Knotty Problem 


A more detailed analysis of prod 
tion difficulties was presented by J. H 
Ashbaugh, vice-president in charge 
the Electric Appliance Division of tlic 
Westinghouse Company, who poinicd 
out that reconversion of manpower | 
normal peacetime efficiency has b: 
one of the Division’s knottiest prob 
lems. He said that although the Div: 
sion’s predicted reconversion schedul: 
had been met up to the time of thc 
electrical strike, and employment wa 
only 400 below the prewar peak ot 
5.500, yet production was 40 per cent 
below prewar output, due to the neces 
sity of retraining employes, shorta; 
of materials, and the general probk 
involved in reconversion. 

These factors, added to a cost-ot 
production increase of 25 per cent, an 
losses due to lack of parts, substitution 
of materials, and extra handling, have 
served to almost double production 
cost of the appliances so far produced 

Mr. Ashbaugh declared that 92 
cent of all appliances produced in the 
vear 1945 were shipped. Comment 
ing on future appliance production 
schedules, he said that, due to uncer 
tainties caused by the strike, “It is m 
feeling that we will see summer com 
ind go before appliances are available 
in any quantity.” 


Electrical Living for Al! Income- 


Explaining how the principles of 
electrical living could be made avail 
able to home owners in all incom¢ 
brackets, Irving W. Clark, manager ot 
the Westinghouse Better Homes De 
partment, and host at the previcw 
said, that too often the term electrical 
living has been used only in connec 
tion with deluxe installations of elec 
trical equipment, installations that can 
be afforded only by persons of far more 
than average means. This is a fallacy 
Actually electrical living must be di 
vided into four definite degrees o! 
electrification. 

He described the four basic econom 
ic levels as “thrift,” “budget,” “ideal, 
and “deluxe,” and showed the degrees 
of improvement in electrification 































For the homeowner who can afford 
only a little more than the basic elec- 
trical equipment needed for electrical 
living, the “budget” type kitchen, 
shown at left, may be desired. Fixed 
equipment includes an electric range. 
refrigerator, dishwasher, ventilating 
fan and clock. For those interested in 
the “thrift” price home, the “U” type 
kitchen, center, is a good plan. lh 
contains only a range, refrigerat 
ventilating fan and clock as fixed 
equipment, but has plenty of con- 
venience outlets for portable 
ances. For the “ideal” home, the 
kitchen plan, shown at botiom 
page, includes an electric range, re- 
frigerator, dishwasher, garbage dis- 
posal unit, ventilating fan and clock 
as fixed equipment. 



































hich each level entails. The Better 
Homes Department worked out this 
lexible yardstick as a guide for pros 
ective home builders in planning 
their electrical wiring and equipmeiit 

Among the new aids to electrical 
ving on display at the Westinghouse 
review were the automatic cycle 
Laundromat, a washing machine that 
washes, rinses, and damp dries clothes 
n half an hour; upright home freez 
rs, a new product available for city 
nd farm use with front-opening doors 
nd sectional inner doors for easy stor 
ge and removal; an electric roaster, 
ith an 18 quart capacity and featur 
ig a “‘look-in” glass panel; the home 
ntral unit Precipitron, an clectro 
atic air cleaner; and the Waste 
\way, a garbage disposal unit that will 
tind up garbage and flush it down 
he kitchen drain. 


























(‘he home radio scts displayed in 
uded table and console models 
juipped with the Plenti-Power cir 
it, a new Westinghouse engineering 
velopment which practically doubles 
output of pre-war sets using the 
ime number of tubes. The 1946 
maller appliances — toasters, coffee 
iakers, waffle bakers and similar ap 
lances — have been restvled by 
lurelle Guild, Westinghouse design 
msultant 






















METAL CABINET sinks and kitchen 
abinets rolled from the assembly lines 
{ Edison General Electric (Hot- 
point) Appliance Company in Janu- 
ity to complete the company’s re 
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Surveys indicate that the great majority of appliance 
dealers will promote complete kitchen installations. 
These views of Hotpoint electrical kitchen equipment 
shows how the utility cabinets have been designed to 
match the appearance of the major appliances. 





conversion program and place in pro- washers have been in production for — with working surfaces. Unlike “fu 
duction all appliances of the all-elec- several weeks at the company’s plants. turistic artist's dream” kitchen equip 
tric kitchen package, accoiding to The first kitchen cabinet models ment, he said that the appearance of 


company officials. Electric ranges, come in seven widths for wall installa- the cabinets and cabinet sink is “‘sé 
water heaters, refrigerators, and dish- tions, and six widths for base-cabinets vere” with “bright trim” being the 
only embellishment. The sales officia 

said that while cabinets are essen 

tially for storage purposes, their ap 


t 
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pearance and adaptability to eclectn 
appliances were of first importanc 
to housewives seeking modern kitchei 
work-rooms. 

A feature of the postwar cabine 
line, Fellmann said, is a utility cab: 
net containing 28 cu. ft. of storag 
space, so constructed as to permit 
kitchen storage of cleaning utensil 
ind supplies. He said that it was de 
signed to match the other “complet 
kitchen” equipment, with an upp¢ 
and lower set of doors that “break’ 
it the eye-level of the wall cabinets 

Other features of the Hotpoint cab 
inets include one-piece insulated door 
with the seam welded at the hinge 
side; recessed backs for flush-to-wal 
installation; adjustable shelve 
throughout; patented hinges that stop 
door swing short of collision with 





An interesting feature of the Youngs- 

town kitchen cabinets, manufactured 

by Mullins Mfg. Corp., is the “‘Roll- 

ing Door” cabinet designed to fit 

under a regular wall cabinet and pro- 

vide extra space. Inset shows door 
open. 
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The comfort of the housewife has The cabinets of the Crosley kitchen have fronts of trans- 
consideration in the new kitchen equipment designs. Note lucent glass and are slightly wider at top than at the 
kitchen shown bottom. The streamlined appearance of the American 
kitchen was based on suggestions from the housewives. 


received particular 


the knee room especially in the Crosley 


above and that of the American Central Mfg. Co. below. 
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adjacent objects; rubber bumpers; and 
drawers on roller-bearing slides. The 
cabinets are finished with two coats 
of enamel, baked onto bonderized- 
steel. 

Mr. Fellmann pointed out that con- 
fining the line of cabinets to seven 
wall models and six base models made 
possible production economies with 
cut limiting the utility of the line 
because of new flexibility resulting 
from “planned installations.” Fille: 
strips and other accessories are avail 
able to “assist dealers in fitting th: 
cabinets into any shape room.” 


AFTER TEN YEARS rescarch in kitchen 
practice the new American knee-com 
fort, finger-tip control kitchen has 
been completed and placed on th 
market. Product of American Centrai 
Manufacturing Corporation, Conners- 
ville, Indiana, the kitchen might b« 
said to be the brain child of the 
American housewife. Many of the best 
features of this new kitchen were in 
corporated in its design as a result ot 
suggestions offered by more than 
10,000 women canvassed through a 
nation-wide survey. 

Actual design of the kitchen is the 
work of Raymond Loewy, eminent in 
dustrial designer. In addition, in the 
development of its labor-saving fea 
tures, the producers had counsel of 
the College of Home Economics of 
Cornell University, where American 


















Central has established a fellowship 

The knee-comfort feature of the 
new kitchen removes much of the 
drudgery from kitchen work, the re 
ceding fronts of sink and base cab: 
nets permitting the housewife to sit 
comfortably to do her chores instead 
of standing as had been the case witli 
older kitchens. 

Finger-tip control of cabinet door 
has been achieved by double-acting 
easy swinging, spring hinges — the 
doors opening and closing almost 
automatically. 

Kitchen drudgery has been furthe: 
reduced in this new kitchen by simpli 
fying the cleaning problem. Ail 
handles excet those on the base cal 
inets have been eliminated. Othe: 
doors and drawers are opened by 
means of recesses in the bottoms o} 
front panels. In addition, difficult | 
clean dirt catching corners of cabinct 
drawers have been eliminated throug!: 
a new development in design. 

Of all-welded steel construction 
the cabinets are bonderized as a rust 
preventative and to insure a morc 
permanent finish. Front panels oi 
doors and drawers are subjected to a 
special insulating treatment which re 
duces the ncise of opening and closing 
to a minimum. 

The base cabinets have counter-top 
work surfaces of heavy ply battleship 
linoleum cemented to re-enforced 
steel. Tops of individual units are so 
joined as to effect a single continuou: 
surface permancntly scaled with flush 
molding. This molding is pressurized 



























Special features of the new 
G-E cabinets include spe- 
cial hook method of hang- 
ing; convenience outlets, 
interior and exterior ligh 

wired in, ball bearing draw- 
er slides, “‘no slip” protec- 
tive rail at back of wire 
shelves. 
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at joint to seal out water and dirt 
Shelves are removable. 

Inside dimensions of wall cabinets 
are such as to accommodate dinne1 
plates lying flat. Bottoms of these cabi 
nets are recessed to provide a placc 
for concealed lamps to light the work 
surfaces beneath. 

The sink is finished in porcelai 
cnamel fused on steel. Drainboards 
ire designed for the protection o 
even the most fragile of china and 
glassware, to prevent tipping ovei 
Right cupboard of sink cabinet is 
equipped with rack of removable 
drawers, facilitating cleaning and stor 
ige. One compartment of this cab 
net is provided with a bread or cut 
ting board and the right hand drawe. 
is linoleum lined to accommodat: 
cutlery. 

\ feature of the newly designe: 
faucet on the sink, certain to pleas 
the man of the house is a new long 
wearing washer, made of Neoprene 
requiring infrequent replacement 

Utility cabinets designed to accom 
modate brooms, clothing and oth¢ 
items are equipped with hooks anc 
two permanent shelves in the uppe 
section. Shelves may be added in th 
iower section to provide linen storag 


You won't need a derrick or an 
special skill to hang the wall cabinet 
that comprisc an important part o 
the General Electric Company’s 19+ 
storage cabinet line. A simple meta 
hanger provided with each wall cab 
net is the secret to this A-B-C 
stallation operation. 

In announcing General Electric 
postwar cabinet line, C. J. Ender! 
manager of the Electric Sink and Cal 
inet Division, pointed out that th 
number of units and accessories 1 
volved has been reduced to one-titt 
of the prewar line. 

Chere will now be 21 major cal 
nets, plus 16 accessories for wall cal 
inets and 23 acccessories for base ca 
inets. “Yet thanks to improvement 
in these cabinets, it is possible t 
ichieve greater flexibility with the 
than with the much longer prew 
line,” Mr. Enderle said. 

Made of steel, the cabinets are 
co-ordinated in design with G1] 
clectrical appliances. They are fi 
ished in a two-coat, one-bake whi 
plastic paint. The hardware  us¢ 
matches that on the G-F range an 
refrigerator. 

One feature of the new cabinet 
their interchangeable accessories. | 
ery accessory used in a drawer cab 
net can also .be installed in a cu 
(Continued on page 86) 
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THE WHOLESALERS PLACE IN THE PICTURE 


My company has manufactured 
conduit fittings for almost fifty years 
When I first came with them, twenty 
five-odd years ago, we were selling 
wholesalers and large contractors 
I'wenty-odd years ago we became con 
vinced that wholesale _ distribution 
was the most economical form of op 
eration for us, and since then, we 
have never deviated one iota from 
that policy. 

While I was in Washington sery 
ing as an electrical industry consul 
tant to the War Production Board, 
[ heard it frequently announced by 
the economists that the next job be 
tore American industry would be to 
free itself from the burden of the 
so-called “extravagant manner” of 
distributing factory products to the 
ultimate user. 

It was claimed that scientific study 
had succeeded so greatly in reducing 
costs of manufacture that the only 
possibility of further general econ 
omies in the final cost of goods lay 
n the fertile field of middleman 
marketing. The conditions set up by 
the war gave free scope to the long- 
haired boys, who believed that a re- 
form of distribution was long over 
due and they surely went to work 
to test out their ideas. 

I was called before purchasing 
committees of the Army, Navy, Air 
Corps, etc., to explain why we refused 


*“Mr. MacDonald is vice-president 
of The Thomas & Betts Co., Eliza- 


beth, N. J. This article is adapted 
from a talk before the North Caro- 
lina Chanter, National Electrical Con- 
tractors’ Assn., in Charlotte. 


By N. J. MacDonald* 


Here is a logical, practical 
answer to the economists 
who assert that distribution 
costs could be reduced by 
eliminating the “middle” 
man in the factory-to-dealer 
distribution chain. 


to sell to them direct, on contracts 
running into millions of dollars for 
war items, all shipped direct to the 
consumer, and some so restricted and 
secret that we could not even let our 
distributors know the nature of the 
goods they were billing for us. 

I can say that without exception, 
we successfully defended our policy 
of selling exclusively through the elec- 
trical wholesaler, and believe me, my 
story had to be good. I had to give 
figures to prove that our wholesaler 
really contnibuted to reducing the cost 
of these goods to the Government. 


War Tested Our System 


That our distribution system sur- 
vived such a going-over is the sound- 
est evidence that our economy can 
not efficiently operate without it. 

What the boys in Washington had 
not realized was that this very large 
system of distribution, handling bil- 
lions of dollars worth of goods each 
year was made up of small, personally 
owned and personally operated whole- 
sale supply houses, who had already 
been subjected to the merciless test 
of unrestricted price and service com- 
petition from direct-selling manutac- 
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turers, mail-order merchandising. 
chain store distribution and depart 
ment and retail stores, and that its 
survivors had earned their place in 
the hard-bitten field of service. Con- 
sequently, the incidence of war, in- 
stead of bringing them to a day of 
reckoning, gave these old-established. 
well capitalized and expertly staffed 
establishments the opportunity to 
prove their real worth to the in 
dustrial community. 

Under today’s conditions of serious 
material shortages, the wholesaler is 
performing wonders in getting for his 
customers their share of the pitifully 
small production that the manufac 
turers are able to turn out. 

Today, the material situation is 
worse than at any time during the 
war and in my opinion will get worse 
before it gets better. Let me illustrate 
the situation as it is at present, by 
using a simple %” connector foi 
armored cable. 

In 1941 approximately 800,000,000 
feet of 14-2 cable was consumed in 
this country, and to install it, 50, 
000,000 %%” connectors were required 

From the information I have, thc 
current consumption is approximately 
500,000,000 feet of 14-2. The reasons 
for the drop is labor shortage, ma- 
terial shortage, etc. The connector 
consumption dropped corresponding 
to approximately 30,000,000. 

Despite this drop in consumption, 
[ would hazard a guess that the in- 
coming order rate of ¥%%” connectors 
pouring in to the manufacturers is 
at the rate of a hundred million at 
least. In other words, because many 
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buyers are pyramiding orders and be- 
cause inventories are abnormally low, 
the incoming order rate is at least 
three times the consumption tate. To 
further complicate the situation there 
is an acute shortage of movlders at 
the foundries and the OPA ceiling 
prices on small connector castings are 
such that the business is most un- 
attractive to the average foundry. Not 
only is it unattractive, but in many 
cases, the foundries lose money on 
these small castings. Obviously the 
foundries are loath to operate their 
heats at a loss. Consequently foundry 
capacity has shrunk and this has re- 
sulted in many manufacturers being, 
to all intents and purposes, forced 
out of the small fittings business. 

On top of the shortage of malle- 
able iron castings thus created, some 
manufacturers cannot afford to pro 
duce the finished article because of 
the price situation. 


How the Wholesaler Helps 


As a result of all these things, the 
industry production of *%” connectors 
is probably less than half of normal. 
As I said before, a further complica- 
tion of the situation is that the whole 
saler and his customer, being com- 
pletely out of stock, the pipeline be 
ing completely empty, there starts a 
mad scramble to get connectors. The 
electrical wholesaler is ordering from 
every known source of supply. He is 
telegraphing, telephoning, expediting, 
making personal trips to the factories, 
threatening, cajoling, and when he 
shakes loose a few thousand connec 
tors, he tries to fairly distribute them 
amongst his customers. As never be- 
fore he is functioning as the purchas- 
ing agent for his community, com- 
peting with wholesalers from all over 
the country. 

I have used the lowly little 34” 
connector to illustrate, but I could 
have taken almost any other commod- 
ity, and the same thing would apply. 

Without the wholesaler, the man- 
ufacturers would be blind to the needs 
of different parts of the country and 
would probably deliver most of their 
products to the nearest market. In 
other words, the wholesaler is forcing 
the manufacturers to recognize their 
responsibility to spread their goods 
nationally, and they are doing a swell 
job. 

[ have always believed ihat the 
most economical method of distribu 
tion of construction material is from 
the manufacturer, through the whole 
saler, through the contractor, to the 
installed job. 


Each specializing in his own func- 
tions, not duplicating cach other’s 
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operations. We manufacture the 
product, the wholesaler warehouses, 
sells and services and carries the credit 
load. The contractor, using the whole- 
saler, has our material delivered to 
the job. He engineers and supervises 
it’s installation. So with no duplica- 
tion of their functions, our materials 
travel along a smooth path from the 
plant to the consumer with no waste 
and with a reasonable profit for ail 
who handled it en route. 

The cost of distribution is un- 
avoidable, whether concealed in the 
margin of profit of the direct-selling 
manufacturer or segregated in the cost 
of operating through the wholesaler. 

Now let’s examine that statement. 
As a manufacturer, where do I fit in 
the scheme of things? Well, I’m a 
guy with a lot of conduit fittings on 
my hands, at its point of manufac- 
ture. In this case, Elizabeth, N. J. 
I have already spent my time and 
money on materials, labor and manu 
facturing overhead. All over the coun 
try users of electricity want my fit- 
tings (I hope). My goods are finished 
except for three things. First, I have 
to get someone to buy them. Second, 
I have to get them to the buyer. 
Third, I have to get my money in 
quickly so I can produce more goods. 
Under any set up, these things must 
be done by someone and the con 
sumer must pay. 

Shall I do the job? No. I’m not a 
distribution expert. I don’t know how 
to do it economically. I haven’t the 
organization. I haven’t the capital to 
extend long credits. [ just haven’t the 
know-how. The question is—““Who 
has?” The answer is—“The electrical 
wholesale distributor.” 

In the first place, and again using 
my company as an illustration, the 
wholesaler saves us the expense of 
maintaining many warehouse stocks 
by carrying our goods at point of 
sale—for example, Charlotte, Greens- 
boro, Atlanta, San Francisco, Boston, 
etc. If we had to do that we would 
have to put a million doliars more 
into finished inventory. 

The wholesaler has several thousand 
salesmen covering the tens of thou- 
sands of users of our products. If we 
had to do that, we would have to 
increase our sales force a thousand 
per cent. 

He extends credit and collects from 
our many users and pays us promptly 
and twice a month, cutting down our 
accounts receivable, and_ practically 
eliminating credit risks and credit 
losses. We have only a few hundred 
accounts on our books, but if we sold 
direct, we would have tens of thou- 
sands of accounts on our books, great- 
ly expanding our office force, just 


to handle the paper work. 

The wholesaler buys from us in 
standard package quantities and sells 
in small lots. If we had to sell that 
way, our freight and cartage and hand- 
ling costs would be out of sight. 

He places stock orders on us at 
regular intervals, so that we can sched- 
ule our production. He handles all 
sorts of telephone inquiries, follow- 
ups, complaints, and adjustments for 
our users. Can you imagine the or- 
ganization we would have to build 
up nationally to carry on those func- 
tions locally? 


Wholesaler a Specialist 


And he can do all of these things 
cheaper than we can, and better than 
we could if we tried to do them, be- 
cause he spreads the cost over all the 
lines he handles while we would have 
to charge it all to our one line. So 
why should we attempt to duplicate 
the organization he has built to serve 
us. The wholesaler is the distributing 
half of our business and as such. 
does the job so efficiently that our 
cost of marketing is very low. 

And he does much more for our 
users. For instance, the cortractor, 
the utility, the railroad, the indus- 
trial, etc. 

He assembles in his warehouse the 
product of several hundred manufac 
turers, to take care of their emergency 
requirements, and at the same time 
keeps the manufacturer on the alert, 
ready to ship the heavy requirements 
directly to the job. He makes easier 
the purchasing for his customers by 
cutting down the number of orders 
that have to be written, the number 
of incoming shipments and invoices 
that have to be checked. He has 
complete and up to date catalog, 
product and __ price information. 
Knowing the people he is doing busi- 
ness with, there are no credit delays. 
His carrying stocks for his customers 
reduces hidden costs, by eliminating 
investment in stock, and the floor 
space and help needed to handle the 
stocks. He washes out depreciation 
and obsolesence losses, insurance, and 
some taxes, and he generally delivers 
to the job, eliminating freight and 
cartage. 

These are but a few of the plus 
values the wholesaler adds to the 
goods he distributes. And these are 
functions that must be performed by 
someone and be paid for. If we, the 
manufacturer, perform them. we are 
entitled to their cost plus our profit. 
If the wholesaler, specially organized 
to perform them, does so cheaper 
than we can, then his cost, plus his 
profit, is less than ours, and the buyer 

(Continued on page 84) 
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Super Market Principles 


Applied to Appl 


Wuat Facrors, aside from slight 
price savings, made super markets 
the startling success which they have 
become in the field of food merchan- 
dising? Loris K. Levy, co-owner of 
‘Radio Center,” a brisk, bright new 
ppliance store now under construc 
tion in New Orleans, La., believes that 
he has the answer—and he is incor- 
porating into his new store the fea- 
tures which he believes are responsible 
for revolutionizing the retail food dis- 
tribution set-up. 

He terms his Radio Center an 
‘electrical appliance super market.” 

Price savings of a few cents per food 
item were not the only factors which 
made the food super market the 
\merican housewife’s favorite shop- 
ping center. In addition to this price 
factor, believes Mr. Levy, the super 
ichieved success by a sound system of 
offering what the consumer wanted; 
by making it easier for her to enter the 
store than not to enter it; and by 
making it easier for her to buy than 
not to buy, once she did enter the 
store. 

Here are the twists culled from 
super market merchandising expe- 
rience which are being incorporated in 
the construction, lay-out, and selling 
policies of Mr. Levy’s big, new Radio 
Center in New Orleans: 

(1) A sales policy of offering a 
“leader”, not necessarily a specially- 


lances 


priced item, but an item which enjoys 
high demand and brings high traffic. 
At Radio Center, this item will be 
phonograph records, which will be 
sold, super market-fashion, by semi 
self service. 

(2) A store layout and interior dis 
play set-up which forces customers to 
walk through—not past, but through 
-—at least one-third of the store’s ap 
pliance merchandise in order to reach 
the section where leader items are 
sold, thus insuring a high customer 
traffic for all merchandise. 

(3) A drive-in parking lot, so that 
customers may stop and shop as easily 
and conveniently as they do in the big 
food super markets. 

(4) A model laundry and model 
kitchen, to show the customer graph- 
ically exactly what the appliances will 
do, and how efficiently they will work, 
in her home. 

(5) A window set-up which allows 
the store front to become one vast 
backless window displaying the entire 
contents of Radio Center or, if Mr. 
Levy wishes, to be used as regular 
countered windows. To stop pros- 
pects walking or driving in cars past 
the store, these windows are so slanted 
that a clear view is obtainable through 
them, without any glare at all, both 
morning and evening. 

For a location on which to build 
the Radio Center super-store, Loris 


Levy chose his spot as carefully as any 
wise super market operator ever picked 
the location for a food store, bearing in 
mind the proven super market axiom 
that a store should be easily accessible 
on a main paved thoroughfare, and be 
placed in a spot that already had high 
traffic, both on foot and in cars. It 
should also be attractive enough, and 
have features of design, to stop and 
Lring in passing prospects. 


“This spot we finally settled upon,” 
Mr. Levy explains, “is on busy Clai- 
borne avenuc, one of the main paved 
tiaffic arteries of New Orleans. It is 
one block away from another main 
paved artery going cross-town, Wash 


ington avenue. It is in the center of 
a heavily populated district where pe- 
destrians by the thousands are bound 
tc pass each day. ‘Thousands of cars 
go by our doors. 

“The store itself is designed to be 
completely modern, not only in the 
matter of making the interior usable— 
and sellable — to the greatest degrec 
possible, but for stopping Mr. Cus 
tomer as he goes by the door.” 

Mr. Levy cites specific instances in 
which the design of his Radio Center 
building will help accomplish a selling 
job—over and above the job accom- 
plished by its modern exterior in bring- 
ing in the customer. 

“First,” he points out, “the show 
windows are planned for a double 
function. I can use them as so-called 
‘backless’ windows, through which the 
customer can view the entire Radio 
Center store as he passes by. Or by 
placing a simple counter in them, and 
installing a curtain, presto! they be 
come regulation-style show windows in 
which I can arrange displays of “bring 
‘em-in’ merchandise. In practice, | 
expect to use the windows both ways, 
each for a different purpose. 


Show Window Flexibility 


“For example, it is not so easy to 
arrange a display of such heavy mer- 
chandise as refrigerators and washing 
machines in any window that isn’t 
extra large. So instead of simply 
cramming refrigerators and other ma- 
jor appliances into a limited display 
space, we can arrange a display of such 
appliances behind the window, knock 
out the curtain and counter props, and 
bave an effective, make-the-customer- 
look display of heavy stuff. 

“Or — put back the counter and 
curtain props, and we have an effective 
spot for highlighted displays of smaller 
appliances. Our windows are designed 
to really sell electrical appliances.” 

Careful planning went into design- 
ing every feature of the building. Even 
the marquee over his store front will 

(Continued on page 80) 








Heating tor Homes 
ew Job for AW 


GREATLY INCREASED interest 1s in 
evidence in electrical heating for 
homes in the area served by the Knox- 
ville Utilities Board. Electrically heat- 
ed homes have already been construct 
ed in several subdivisions which in- 
clude building restrictions providing 
that ‘‘only smokeless heat’ will ever be 
used. 

A three-year test recently completed 
on one group of electrically heated 
homes in Knoxville revealed the fol- 
lowing average costs: 

Small homes: four to six rooms, 
average cost of heating $38.92 per 
vear. It is estimated that 75 per cent 
of the homes to be built in the next 
few years will be in this size range. 

Medium size homes: approximate- 
lv 1500 feet of floor area, average cost 
of heating $65 to $$75 per year. 


Large homes: over 2000 squarc 
feet of area, average cost of heatiig 
approximately $100 per year. 

Those who conducted the tests em 
phasized that the cost of operation 
may be considerably higher unless ade 
quate insulation is used. Adequate in 
sulation and proper moisture barric: 
are essential to prevent undue loss o' 
heat and to provide proper humidity 
in the house. 

In the Knoxville area, particularly 
“pplications for such installations have 
been numerous this year, and Jack W 
Goans was designated by the Knex- 
ville Utilities Board as electric heating 
specialist. Mr. Goans will work with 
both the contractor and the customer. 
assisting them in selecting prope! 
cquipment and designs 

Customers are encouraged to con 





Jack W. Goans, right, electrical househeating specialist of the Knoxville 
Utilities Board, goes over plans with Lloyd N. Haun, who is undertaking a 
million dollar project of all-electric homes. Mr. Haun’s homes, which will 
feature electrical heating, will be of the one-story ranch style and will in- 
clude electrical range, refrigerator, water heater, dishwasher, disposal unit, 
washer, ironer, and kitchen ventilating fan. One monthly payment will 


cover the home and appliances. 





sult the electric heating specialist 
Advertisements of the utilities board 
emphasize the importance of “right’ 
installations. It says: 

“There’s only one right way to in 
stall electric heat! Remember there 
are sO many factors involved in choos 
ing the right size, type, and location of 
heaters, that you may find the cost ot 
operation higher than you anticipated 
So be sure to consult your Knoxville 
Utilities Board electric heating spectal 
ist. He'll work with you and your con 
tractor and will advise vou how to get 
the most economical service from your 
electric heating system.” 

A free Home Planners Institute was 
conducted, recently, with electric heat 
being the topic for one of the classes 
which hundreds attended. Stuart 
Fonde, a contractor, who pioneered in 
all-electric homes, including electric 
lieat, addressed the Institute on elec 
trical heating. Mr. Fonde built sev 
eral hundred low-cost, high-quality 
electric homes before the war and has 
planned to resume that work. 

“What seemed to be a ‘pipe dream 
yesterday is a reality today,” Mr 
‘onde told the group. 

“Many people of modest income at 
first thought that they could not af 
ford electric heat. As paradoxical as 
it may sound, these more than anyon 
else can less afford not to have it. We 
are too prone to omit many factors 
involved and to think only in terms of 
fuel costs when making comparisons 
However, it has been definitely proven 
that a home properly built will cost n¢ 
more to heat electrically than the ordi 
nary home will cost with other fuels 
"he average person thinks that credit 
is due the electric heater for successfu 
heating. It is true, that the prope: 
heaters should be chosen, but unless 
the house is sufficiently insulated to 
prevent excessive heat loss, electric 
heat will be an expensive failure 

“It has been definitely proven over 
100 times right here in Knoxville, that 
building a home for electric heat alon 
provides savings in the original cost 
maintenance and service, which mor 
than offset any additional cost of fuel 
In fact, many cascs have proven that 
contingent savings have more than 
paid the entire electric fucl bill. All 
of that is made possible only through 
proper construction, engineered heat 
ing, and favorable rates.” 

These advantages of electric heat 
were pointed out to the prospective 
ome builders: 

Dependability—Only a catastroph« 
of unusual proportion can disrupt it 
for more than a few heurs at a time 

Safety—Proper installation of elec 
tric heat is one of the safest heating 
jobs known 








Flexibility—Any portion of the 
home can be heated to any tempera 
ture without regard to the other parts 

Attention Required—Proper settme 
cf thermostats will care for heatmeg 
control an entire season 

Maintenance—Heating units at 
being made that will last for 25 to 50 
vears. Thermostats may give occasion 
il trouble, but maintenance cost will 
be very low. Ifa single unit goes out, 
there is ample heat left to take care ot 
the house. Breakdowns are less s« 
r1ous. 

Cleanliness—The cleanest heat, cx 
ept for a good filtered air job. 

Humidity—It has been found that 
idequate moisture barriers and weath 
er stripping provide correct humidity 

Economy—The most economical of 
ny heat when all factors are consid 
red and the house built for it 

Interesting experiments are unde! 
ay, which if successful, will give heat 
from the ceiling. One of these cx 
eriments is in one of the all-electric 
1omes of a subdivision built by Fonde 

Briscoe Electric Company was onc 
if the first to install electric heat jobs 
for Fonde in Knoxville. 

Since then other electrical contract 
rs have installed similar installations 
ind indications today are that the de 
mand will be heavy. 

One of the biggest electric heat pro 
ects ever undertaken in the South is 
that by Lloyd N. Haun, of Knoxville 
Vir. Haun has arranged for the con 
truction of homes valued at morc 
than a million dollars in the Chil 
.1owee Hills section, with work starting 
n the spring of 1946. 

These are to be “package homes,’ 
vith complete electrical kitchens. Be 
ides electric heat, each is to have an 
lectric range, refrigerator, dishwasher, 
garbage disposal unit, hot water heat 
er, washing machine, ironer, and other 
lectrical conveniences. ‘The purchas 
t will make monthly payments which 
vill include the home and the appli 
inces. 

There will be more than a hundred 
uch homes in the Haun subdivision 
ach will have a half-acre site. Eighty 
er cent will be three bedrooms, and 
0 per cent two-bedrooms. Fach 

(Continued on page 79 


(Top) Proper insulation is essential 
for electrical heated homes. (Center) 
Stuart Fonde, well-known Knoxville 
builder, and a pioneer in the appli- 
eation of electrical heat for homes. 
looks over the electric kitchen in one 
of his “push button,” low-cost qual- 
ity homes. He will resume construc- 
tion of such homes soon. (Bottom) 
Typical Fonde home in Meadow Hill 
subdivision, Knoxville. 
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\ WELL DESIGNED advertising and 
promotion prograin_ to build up a 


desire among their customers for 


adequate wiring jtas been initiated 
by the Kansas Gas and Electric Com 
pany, of Wichita, Kansas. 

In addition to advertising, the pro 
gram will include meetings on thc 
subject, work with speculative home 
builders and wiring contractors at the 
outset, and then, as the seller’s mai 
ket becomes more of a buyer’s market, 
the company will promote well-wired 
homes and actually help the specula- 
tive builders promote the homes 
which have been approved under the 
company’s wiring standards. 

Concurrently, the other major pro 
gram of promotion which the com 
pany has in progress, kitchen modern 
ization, will also emphasize rewiring 
of homes at the time kitchen modern 
ization is done. 

The Kansas Gas and Electric Com 
pany’s adequate wiring program differs 
from other programs to the extent that 
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youl NEVER GET 10 THIS Heaven 


through any other gate! 
sage Reddy Kdowatt 


CUSE me for dressing up like St. Peter. Reason 

{ did it is because so many folks think of Elec 
trical Better Living os @ heoven-on-earth. And 
when you think of automatic electric cooking, laun 
dering, dishwashing, gorbage disposal, and all of 
the other things — radio, good lighting, etc., it 
does seem like a heaven. 

But you can't get inte this heoven unless 
you've got the wiring to fet me through. When 
you've got old-fashioned, small-size wire coming 
through one or two circuits. well, you just get a 
took ot recl Better Living and never get to enjoy it 

"One of your first jobs toward reaching 
Better Living is insuring thot you hove Reddy Kilo- 
watt Wiring — plenty of circuits, right size wire 
big enough for me to get through. plenty of out 
lets and on oil-round top-notch wiring job. Sove 
now to hove Better Living tomorrow. 


KANSAS 8! (24) ELECTRIC COMPANY 


Lleonicity 1s Chosen 


eddy Kilowatt Identifies 
Adequate Wiring in Kansas 





advertisements feature “Reddy Kilo- 
watt Wiring.” 

“Reddy Kilowatt Wiring, of course, 
is adequate wiring,” reports Bentley 
Barnabas, sales promotion and adver- 
tising manager. “Our purpose in 
changing the nam~ centers around the 
belief that ‘adequate’ is an in-adequate 
term without the ‘plus’ feeling that 
we hope to get into Reddy Kilowatt 
Wiring. Moreover. Reddv Kilowatt 
is established as a concept with our 
customers after tive years of intensive 
promotion. We can make gocd wiring 
his wiring and gct the idea across 
better than we can by building a com- 
pletely new idea in the public con- 
sciousness.” 

The company plans to use material 
of the National Adequate Wiring 
Bureau in connection with this pro- 
gram but will make it fit their plans 
by imprinting it to indicate that 
Reddy Kilowatt Wiring is adequate 
wiring. 

Following are the standards set up 
for Reddy Kilowatt Wiring by the 
Kansas Gas and Flectric Company: 


Reddy Kilowatt Wiring 


The wiring standards listed below 
are grouped according to the size of 
the house, computed from outside 
measurements. Garage areas and un- 
finished basement areas need not be 
included, although finished basement 
1ecreation rooms should have the min 
imum number of outlets as indicated 
and the recreation room circuit should 
not be connected to the kitchen o: 
to basement heavy-duty appliance cir- 
cuits. 

Note especially: These standards are 
minimum standards. Where an owne! 
plans the installation of extensive elec 
tric equipment in a home of small 
dimensions the special circuits for that 
equipment must be added for satis- 
factory electric service, together with 
such additional lighting and genera! 
purpose circuits as are needed to serve 
the higher use levels that will accom- 
pany life in such a home. Also, the 
location of switches and the installa- 
tion of a sufficient number are im- 
portant, though not subject to stand- 


ardization. 
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} HAVE YOU THE BASIC REQUIREMENT 
FOR BETTER LIVING IN YOUR HOME? 
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Entrance Conductor Requirements 


All Homes 


The minimum service entrance 
shall be 3-wire, No. 6 (or enough 
larger to comply with the Code in 
larger homes). Homes of less than 
280 square feet may have 2 No. 
service entrance conductors. 


Minimum Requirements 


Homes 280-800 Sq. Ft. 


Circuits: ‘There shall be three 15- 
impere circuits for lighting and gen 
cral purposes, one 20-ampere kitchen 
outlet circuit, and one 35-amperc 
230-volt range circuit. 

Outlets: There shall be one con 
venience outlet for every twelve feet 
of wall measured around the room 
placed conveniently but not necessari 
lv in exact intervals of twelve feet 
‘The total number of outlets for the 
home shall be the total of the foot- 
age around the rooms divided by 
twelve, but not less than three out 
lets for any kitchen, bedroom or living 
room and not less than one duples 
outlet for each bathroom. In addi 
tion to other outlets there shall be 
one 3-wire, polarized range receptacl 
to accept a three-niong range plug 

Wire: Size No. 14 wire may be 
used on 1]5-ampeie circuits ot points 
less than 40 feet from the panel to 
the point of use and not less thai 
No. 12 if further. 

(Continued on page 78) 











Electrification Council 
Organized in Virginia 
| 


ForMATION of a Virginia Farm 
Electrification Council and the per- 
sonnel of its executive committee were 
announced at Blacksburg recently to a 
croup of State Agriculture Extension 
Service workers and representatives ot 
farm organizations and electric service 
oiganizations. Dr. John R. Hutche- 
son, president of VPI, addressed the 
group and introduced the chairman 
of the council, C. E. Seitz, head of 
the agricultural engineering depart- 
ment of VPI. 

In presenting a motion picture en- 
titled ‘““The Dawn of Better Living,” 
EF. T. Swink, rural electrification spec- 
ialist for the Extension Service, stated 
that the title typified the aims of the 
council. The picture is an animated 
\Walt Disney color film on electric wir- 
ing, shown to the group two months 
thead of public release. 

Purpose of the council is “to co- 
yrdinate and expand the farm electri- 
tication research and educational ac- 
tivities of VPI, the electric service or- 
ganizations operating in Virginia, and 
ertain other state agencies and organ 
zations interested in the economic use 
of electricity on the farms and in the 
homes of rural Virginia,” Dr. Hutche- 
‘on stated. 

Formation of the council has been 
under way for several months, Mr. 
Seitz pointed out, and a constitution 
ind by-laws have been adopted. Mem- 
bership in the council consists of rep- 
iesentatives of agencies and organiza- 
tions named in the purpose of the 
ouncil. 

Mr. Seitz is chairman of the ex- 
ccutive committee. Mr. Swink is vice- 
-hairman of the council and member 
of the executive committee. He is 
ilso serving as acting secretary until a 
full-time paid secretary is employed. 
Treasurer for the council will be the 
treasurer of VPI. 

Other members of the executive 
committee are W. H. Brown, Vir- 
ginia Electric Cooperative, with J. R. 
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Allin, Northern Neck Electric Cooper- 
ative as alternate; and C. P. Spellman, 
Virginia Electric & Power Company, 
with L. L. Koontz, Appalachian Elec- 
tric Power Company as alternate. 

Activities will center around tre- 
search and education to improve farrn 
ing and rural life through the use of 
electricity. The council plans to offer 
advisory service to dealers, distributors, 
and contractors. 

“The council will also promote,” 
said Mr. Seitz, “the development and 
simplification and standardization of 
farm electric equipment and seck to 





improve its quality, dependability and 
adaptability to Virginia farm condi 
tions. 

The council will also sponsor short 
courses for contractors, service men, 
and others who do the actual work of 
bringing electricity and_ electrical 
equipment to farms. 


Charlotte Jobber 
Gets New Building 


Tue SouTHERN Bearings and Parts 
Company of Charlotte, N. C., has 
made plans for construction of a build- 
ing costing $150,000 on property it 
recently purchased at 300-310 East 
Seventh Street. 

M. R. Marsh is architect for the 








ATLANTA ELECTRICAL AGENTS 10-YEAR CLUB—Several electrical man- 
ufacturers representatives, who have made- Atlanta their headquarters for 
more than ten years, have organized the Atlanta Electrical Agents’ Ten 
Year Club. Their objectives are to bring close cooperation among manu- 
facturers, member agents, and legitimate wholesalers; to justify Atlanta, 
Ga., as the logical city of distribution for the nine southeastern states. 
Membership is qpen only to those Atlanta electrical manufacturers’ agents 
who have traveled the Southeast for the past ten years or more and have 
maintained a strict jobbers policy. Members shown in the photograph 
above, left to right, are: (first row) C. C. Schoen, Sr., W. H. Berry, Jr., 
L. Morris Landers, and Ernest T. Loyd; (second row) H. H. McCoy, and 
E. B. Glenn: (third row) W. E. Hopper, H. W. Clower, and E. E. Dawes. 
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structure, which will be a_ two-story 
building, 127 by 180 feet in size, and 
will contain approximately 50,000 
square feet of floor space. It will be 
of modern fireproof construction. The 
lot is large enough so that there will 
be sufficient space for parking facilities 
tor customers of the company. 

The new building will give the com 
pany twice as much space as it has at 
its present home at 315 North College 
street. 

Officials of the concern are J. H 
Northey, president; Clarence E. Bee 
son, vice president and treasurer; and 
S. L. McKnight, secretary. Approxi 
mately 90 employes are employed at 


the present time, but this number 
will be increased by from 25 to 50 per 
cent during the year. 

The company has four departments. 
One of the largest of these is its ap- 


| pliance department in which it hand- 


les refrigerators, electric ranges, gas 
ranges and washing machines, radios, 
ironers, vacuum cleaners, and floor 
polishers, and small appliances. 

The territory served by the concern 
is the Piedmont Carolinas, and it op- 
erates seven stores. These are in 
Charlotte, Winston-Salem, High 
Point, Statesville, Lumberton, Fay- 
ctteville, in North Carolina; and in 
Lancaster, South Carolina. 


Electric Appliance Bureau 
Reorganized in Knoxville 


KnoxvitLe’s Major Appliance Bu- 
reau, which became nationally known 
before the war for its Code of Ethics 
and cooperation, has been reorganized. 

A. Jesse Winegar, manager of the 
appliance department of Woodruff’s, 
is the new president. 

Others elected at a meeting of ap- 
pliance dealers in February are: vice- 
president, E. J. Sherwood of O. P. 
Jenkins Co.; secretary-treasurer, Law- 
rence S$. Wood, dealer coordinator of 
the Knoxville Utilities Board; directors, 
E. W. Roy, of Roy Equipment Co., 
Charles Felknor, of Lonsdale Furni- 
ture Co., Frank Oates, of S. H. George 
& Sons, Joe Walker, of J. Frank Walk- 
er Furniture Co., and Clyde Carpen- 
ter Jr., salesmanager of the Knoxville 
Utilities Board. 

On an advisory committee which 
includes executives of some of the 
larger stores are: Ernest L. Fielden, 
sales manager of Fowler Bros. and 
Southern Furniture Sales Co.; David 
F. Baker, general manager of Wood- 
ruff’s; A. R. Moore, manager of the 
Knoxville store of Sterchi Bros., Inc.; 
R. A. Jarnagin, president and general 
manager of S. H. George & Sons De- 
partment Store; L. H. Petree, vice- 
president of Miller’s Store Co.; F. R. 
Vehr, manager of the Sears, Rocbuck 
& Co. store. 


Number ef Dealers Increased 


The number of appliance dealers 
has increased 57 per cent in Knoxville 
since prewar days. 

One of the questions to be decided 
is the establishing of a central agency 
which would set maximum allow- 
ances on trade-ins. Under the old 
plan, which was widely commented 
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upon as a national model, maximum 
allowances were fixed for various old 
appliances. One clause of the Codec 
of Ethics explains: 

“A department has becn sct up to 
handle appraisals on old clectric ranges 
and refrigerators. ‘The first dealer to 
contact a customer will appraise the 
appliance and call in his bid. If this 
customer is contacted by another deal 
er he must call to see if this appliance 
kas been appraised. If so, he will not 
exceed the first appraisal.” 

The old Code of Ethics is in effect 
until a new one is adopted by the re- 
organized Bureau. 

Another question yet to be decided 
concerns servicing. During the war 
emergency, the Knoxville Utilities 


Board opened a service department 
which was intended to help dealers 
who did not have their own servicing 
facilities. A dealer could ask K.U.B. 
servicemen to service an appliance for 
a customer or could refer the customer 
to K.U.B. The service was not in 
tended for profit and it “just about 
broke even,” according to Mr. Car 
penter. If the dealers want the serv 
ice continued, then that will be done. 
And if the service is continued, then 
a proposal will probably be considered 
whereby a dealer could contract with 
K.U.B. for servicing his customers. 

Classes for electrical appliance sales 
men are also to be started, probably in 
March. K.U.B. will arrange for movies 
and for talks. Each class will be in 
the dealer’s store, for his employes. 
but a class will be limited to 20 and 
the preferred number is about 15 
The dealer can designate the time for 
the class. 


Appliance Dealers’ 
Association Formed 


TurrTY-FIVE electrical appliancc 
dealers in Charleston, S. C., met on 
january 15 and organized ‘The Appl 
ance Dealers Association, with the fol 
lowing officers: James A. Hood ot 
the Hood-Myers Electric Co., presi 
dent; Paul Quattlebaum, Jr., of thi 
Quattlebaum Electric Co., vice presi 
dent; T. M. Beshere, of the Charles 
ton Farm and Home Supply, secretar 
and treasurer; J. P. Connolly, of the 
South Carolina Power Co., and R. B 
Rustin, Rustin Furn. Co.. directors 


A. Jesse Winegar, newly elected president of the Knoxville Major Appliance 
Bureau, is shown looking over one of the model electric kitchens in 
Woodruff’s appliance department, of which he is manager. 


Fa 
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FROM SCRUBBING TO 


AUTOMATIC—The 





strong contrast between the 


washtub and board of 50 years ago and the new automatic washer of today 


formed a striking display at the ‘“*Tradeways” 


show held in connection with 


the annual convention of the National Association of Manufacturers. Dealers 
may find this an effective display idea that can be adapted to their own use. 


I'he members are pledged to keep 
clean and attractive stores, handle 
juality merchandise, sell at reasonable 
prices, promote a legitimate payment 
plan, offer dependable appliance serv- 
ice and deal fairly with customers. 

President Hood says he hopes to 
have at least fifty members within a 
hort time. Local dealers in gas appli- 
inces will be invited to join. Meetings 
vill be held the third Thursday in 
very month. 


Utilities to Sponsor 
Heat Pump Studies 


WINTER HEATING and summer cool- 
ing from the same equipment is the 
goal of electric utilities and some man- 
ufacturers of electrical equipment, ac- 
cording to an announcement made by 
. L. Godshalk, president of the 
Southeastern Electric Exchange. ‘To 
help speed the perfection of such 
cquipment, the Exchange, an associa- 
tion of electric utility companies, has 
established at the Southern Research 
institute, Birmingham, a research pro- 
ject to explore the possibilities in this 
field, based on the application of the 
principles of the heat pump. 

“The idea of using a heat pump for 
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heating buildings is not new,” said 
Mr. Godshalk. “It dates back to 1852 
when Lord Kelvin proposed the idea 
of heating with a ‘warming engine.’ 
Technically, there is nothing wrong 
with his idea. However, equipment 
necessary to make the warming engine 
competitive with other methods ot 
heating had not been developed to 
that point.” 

Within the past few years, articles 
in various publications have speculated 
cn the use of the heat pump as a pos- 
sible means of cooling and heating 
homes electrically. The use of heat 
pumps in homes is not new because 
every electric refrigerator is operated 
by a miniature heat pump. It pumps 
heat from the refrigerator, as one 
may observe by placing his hand on 
the radiator at the back of the refrig- 
erator. 

Make a heat pump large enough 
and a room, home, or building can be 
cooled similarly. When heat taken 
from the inside of the house is 
pumped to the outside air, the heat 
pump is being operated on the “‘cool- 
ing cycle.” ‘This system is that cur- 
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1946 


DATES AHEAD 


National 


Edison Electric Institute, General Sales Con- 
ference, Edgewater Beach Hotel, Chicago, Ill. 
April 2-4, 1946. 

National Electric 
Spring Meeting, Palmer 
Week of April 8, 1946. 

National Electrical Wholesalers Association, 
Annual Convention, Stevens Hotel, Chicago, 
Ill. April 21-25, 1946. 

International Lighting 
ference, Stevens Hotel, 
25-30, 1946. 

American Institute of Electrical Engineers, 
Summer Convention, Detroit, Mich. June 24-28, 
1946. 

National Electrical Manufacturers Associa- 
tion, Annual Meeting, Marlboro-Blenheim and 
Claridge Hote's, Atlantic City, N. J. Week 
of October 28, 1946. 


Manufacturers Association, 
House, Chicago, Ill 


Exposition and Con- 
Chicago,, Ill. April 


Southern 


Oklahoma Utilities Association, Annual Con- 
vention, Biltmore Hotel, Oklahoma City, Okla 
March 11-12, 1946, 

Seutheastern Electric Exchange, Engineering 
and Operations Section, Tutwiler Hotel, Bir- 
mingham, Ala. March 14-15, 1946. 

Georgia Chapter, International Association 
of Electrical Inspectors, Annual Code School, 
2nd Floor, Atlanta Gas Light Building, At- 
lanta, Ga. March 21-22, 1946. 

National Industrial Service Association, An- 
nual Convention, Tampa, Fla. April 8-10, 1946. 

Missouri Valley Electric Association, Engi- 
neering Conference, Hotel Continental, Kansas 
City, Mo. April 10-12, 1946. 

Electrochemical Society, Spring Meeting, Tut- 
wiler Hotel, Birmingham, Ala. April 10-13, 
1946. 

American Institute of Electrical Engineers, 
Southwest District Meeting, San Antonio, Texas. 
April 16-18, 1946. 

Southeastern Electric Exchange, Annual Con- 
ference, Edgewater Gulf Hotel, Edgewater Park, 
Miss. April 24-26, 1946. 

American Institute of Electrical Engineers, 
Southern Distvict Meeting, Asheville, N. C. May 
14-16, 1946. 

Seuthern Section, International Association 
of Electrical Inspectors, Annual Meeting, Ashe- 
ville, N. C. October 14-16, 1946. 





rently used in many summer cooling 
installations. If the procedure is re- 
versed and the heat taken from the 
cutside air and pumped into the 
home, the heat pump would be oper 
ating on the “heating cycle.” It 
should be remembered that no matter 
how cool the weather, it can become 
colder and that, therefore, there is al- 
ways some heat available in the out 
side air. 

The use of the heat pump for sum- 
mer air conditioning is already estab- 
lished. ‘The problem is the reversal 
of the process to permit winter heating 
with the same equipment. 

What is needed now is the adapta- 
tion of the heat pump to heating as 
well as to cooling, the development of 
suitable controls for it, and modifica- 
tions to improve its efficiency so that 
the price of the equipment and the 
cost of operation will not be excessive. 

Experimental units are already in 
use in office buildings in scattered lo- 
cations in the United States. The ex- 
perience of electric utility companies 
with these large scale installations 
prompts the investigation of the pos- 
sible use of similar units of smaller 

(Continued on page 75) 
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Iv 1s BETTER to have certain con 
trols now than to have more controls 
two years from now, executive branch 
officials say. 

Administration leaders, including 
Chester Bowles, newly-appointed head 
of the Office of Economic Stabiliza 
tion, say emphatically that they want 
to get rid of wartime controls just as 
rapidly as possible. In support of that 
argument they cite the action taken 
after V-J Day. Lifting of so many 
controls at that time indicated, they 
say, that the government had no de- 
sire to regulate business or regiment 
the individual. 

Results of that action, they con 
tend, proved that producers were not 
yet in a position to feed in goods fast 
enough to take care of demand. 

As a result of that experiment the 
teeling now is that it is the responsi 
bility of government to aid in cquit- 
able distribution and to make sure that 
distribution is channeled to the places 
where the most acute needs exist. 

The danger in the present situa 
tion, they feel, is that public discon- 
tent will pave the way for demagogues 
of the Huey Long type who will gain 
public office on promises of more 
louses, more nylon stockings, more 
bacon and more baby clothes. Once 
in places of authority such men could 
do great harm. 

Veterans Aroused 

For instance, there is intense dis 
content among veterans who return 
and find it impossible to obtain places 
in which to live. Unless something is 
done very promptly to meet that situa- 
tion they are likely to demand govern- 
ment action that might be more 
drastic than that of wartime. 

A more conservative estimate than 
that made by the head of the Housing 
agency is one million homes for veter- 
ans and another million to relieve 
doubling up. That estimate, however, 
does not take into account the increase 
in population and the increase in the 
marriage rate. To meet those situa- 
tions housing construction must pro- 
ceed at more than double the best year 
of record. 
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lapitol Comment 


An informal discussion 


of matters of timely interest 
among key men in the govern- 
ment as observed by the Busi- 
ness Press News Bureau. 


lo approximate any such rate of 
building would require that no per- 
mits be issued for non-essential con 
struction or non-essential repairs. No 
one would be allowed to build an in- 
dividual residence costing more than 
$20,000. There is talk of purchasing 
or commandeering existing structures 
that could be converted into emer- 
gency apartments. 

Rather than remove controls from 
building materials, where prices are 
likely to rise unduly, the prevailing 
tendency in Washington is to rely on 
subsidies to make more attractive the 
manufacture of brick, soil pipe and 
gypsum blocks 


Psychology of Tiredness 


A large proportion of building ma- 
terials is manufactured by small pro- 
ducers. Many of them, just like work- 
men and returned soldiers, are afflicted 
with the “psychology of tiredness”. 
Those producers have trouble getting 
labor. They have trouble with the 
men after they get them. They have 
trouble getting supplies. There is not 
much in the way of profit in sight. As 
. result they mark time thinking the 
situation will improve. Officials hope 
that subsidies may overcome some of 
that lethargy. 

The idea is being propagated in 
Washington that employers could in- 
duce many men to work if a full 
year’s salary were guaranteed. De- 
mand is certain to hold up for more 
than a year. Therefore, it is argued 
that little risk would be taken in offer- 
ing that incentive, which might appeal 
to many workers still on vacation. 

Some employers have avoided trou- 
ble with employees by agreeing to 
split 50-50 the difference between 
war-time take-home pay and the pay 
accruing from reduced working time. 


Advocate Controls 


Some of the candidates running tor 
congressional seats this year are taking 
into account that the people have 
more bonds than ever before, more life 
insurance and more savings deposits. 
Some of them, it is believed, are sure 
to appeal to that group and to con- 


sumers generally to avoid inflation as 
they would a pestilence, and are con- 
tending that a continuation of con 
trols is a means to that end. 

Perhaps there is value in the pass- 
ing on of some of the more pessimis- 
tic comment. Alarming notes are be- 
ing sounded in some quarters. After 
inflation comes collapse. The psycho- 
logy of the people, some feel, is such 
that they will not stand for mass un- 
cmployment and widespread discom- 
fort and distress. There would be dis- 
orders and that would provide the 
makings of fascist control. Some 
strong man would seize leadership and 
restore order by autocratic methods. 

This sounds extreme but there «rc 
officials who entertain those fears 
Such views are certain to be voiced in 
the debate on the extension of the 
price control act. 


Congress Not Worried 


Congress, on the other hand, 1s 
flirting with inflation. That is ap 
parent in much that is said and done 
on Capitol Hill. Attitude of legisla- 
tors creates the impression that price 
controls are soon to be a thing of the 
past. This encourages everyone to 
hold back. Sales made at a later date 
seem assured of bringing higher prices. 
The handling of taxes on capital gains 
is highly promotive of speculation. 

Higher price is justified only when 
it will increase output. At present, 
production outside strikebound indus 
tries, seems to be as great as labor 
supply will permit. Price increase fre 
quently makes it possible for one in 
dustry to attract workers from another. 
but that does not increase the flow ot 
goods. 

The country has to thank small 
business for a considerable portion of 
present production. So long as com 
petition is not a factor, small business 
does well but when the large low-cost 
industries hit their stride, then troub 
les will begin. Demand is likely to 
exceed supply for another year or mor 
so the heyday of small business has 
some time yet to run. Controls ar 
helping small business get materials. 

In 1947, however, the forces which 
operate to give big business advantages 
again will assert themselves — large 
scale production; low unit costs, abilits 
to pay higher wages and to attract ex 
ceptionally able workmen; nation 
wide and international markets that 
neutralize sectional depressions. Un 
less something unforeseen happens 
small business again will be in its pre 
war position—one in which only the 
unusually able can survive. 

Notable production increases are be 
ing made by the chemical industries 
and by those engaged in the manufac 
ture of railroad equipment. 
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Surplus Property 


The surplus property law should 
liave been called “an act for the relief 
of penitentiaries, eleemosynary and 
ther publicly-owned institutions.” At 
least they have been the chief benefi- 
iaries to date. With the preferences 
set up by the law these institutions 
lave been able to stock up to the 

.fters at bargain prices. Certain vet- 
rans have been favored, but the law 
has discriminated against most of the 
ieturned soldiers who have not been 
n a position to take advantage of the 
riorities allowed them. 


Bold Policy Lacking 


Had Congress been willing to adopt 
bold policy of turning surpluses back 
to the original suppliers for distribu- 
tion in a normal, natural way, those 
upplies could have taken some’of the 
lge off consumer demand and could 
liave exerted some anti-inflationary in- 
fluence. As it is, consumers have ben- 
clited little and a year hence business 
is likely to suffer because large supplies 
f certain goods will be hanging over 
the market. Handling of surplus prop- 
erty legislation should take a prize 
among the more unbusinesslike acts ot 
Congress. 

Yo all this was added the various 
changes in administrators. It was 
smart to put the whole matter in the 
hands of career army officers. It 
would be hard to accuse a group of 
elderly officers, who have spent their 
lives in the service and who are about 
to reach retirement age, of conspiring 
with speculators or anyone else to dis- 
pose of property improperly. It is ap- 
parent that Generals Gregory and 
Edgerton are doing the best they can 
to get surpluses into the normal chan- 
icls of trade but they are handicapped 











No use unpackin’,-we'll just get kicked out in’a couple of 
days anyhow!” 


at every turn by provisions of the 
statute. 

The total of property declared sur- 
plus by the armed services looks large 
but when the value of unserviceable 
aircraft, artillery, parts, and other such 
items the amount that can be sold 
comes nearer the range of comprehen- 
tion. In very round numbers this is 
the picture. Purchases for war usc 
totalled $200,000,000,000. Lend-lease 
took $40,000,000,000. Half of the re- 
maining $160,000,000,000 worth of 
goods went abroad and will be dis- 
posed of in other countries. Spoilage 
deterioration and obsolescence elimi- 
nated some $20,000,000,000. This 
brings the total down to $60,000,000, 
000 of which half must still be held 
for use or reserve. Of the $30,000, 
000,000 remaining, 70 per cent is in 
the unsalable category. So the total 
of capital and consumer goods left for 
sale is between $2,000,000,000 and 
$3,000,000,000. A part of that is rep- 
resented by plants so located that they 
will have little value for anything but 
warchouses and in some instances they 
probably will be razed so that the con 
struction materials may be used for 
housing and the land made available 
for agriculture. 


Want Job Done 


The military men now in charge of 
disposal are anxious to get the job 
done. Gen. Gregory was quartermast- 
er general of the army throughout the 
war. Gen. Edgerton distinguished 
himself, as a young officer after World 
War I, in disposing of surpluses. He 
knows the job. Each man has had 
a distinguished career in the Army. 
it wotild be difficult to accuse them 
successfully of playing anyone’s game, 
political or otherwise. While the 
chance has been lost to use surplus 
property for relief in the period of 
niost acute shortage, prospects favor 
the handling of surpluses from here on 
out in a way that will interfere least 
with normal business and will meet 
the more urgent demands. 


Cost of Shelter 


Skyrocketing of prices for residen 
tial buildings is a form of inflation of- 
ficials fear most. Everyone has to have 
a roof over his head. With large buy- 
ing power in the hands of the public, 
the tendency is to pay excessive 
amounts for shelter. l’ortunately hous- 
ing is elastic. One roof will cover 
many persons but the sharing of 
homes has become unpopular. The 
proposal to put ceiling prices gn used 
homes is meeting with determined 
opposition. 

Unless something is worked out 
promptly with private industry, the 
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Hotel accommodations being what they are, we designed 
this for our salesmen! 


natural political solution will be to 
throw up a large amount of temporary 
government housing which for years 
to come will be an eyesore in thous 
ands of communities and a cause ot 
friction and trouble. 


Air Conditioning in 
-View for Apartments 


AIR CONDITIONING can be included 
in postwar apartment building devel 
opments at a cost to the tenant of ap 
proximately $1.27 a month per room, 
it was reported to the Refrigeration 
Equipment Manufacturers Association 
recently. 

The estimate is based on a study 
made by engineers and architects of 
modern air conditioning equipment 
and the methods by which such 
equipment can best be utilized in new 
apartment buildings. 

Detailed results of the study, ac 
cording to the report, indicate that a 
modern apartment in a_ temperate 
climate can be air conditioned during 
the warm season at a total cost ot 
about $15.30 a room, or $1.27 a 
month over a year. 

The cost includes a complete re 
turn on the initial investment in au 
conditioning equipment in 20 years, 
taxes, administration, electrical energy. 
condenser water, operating labor, re- 
pairs and six per cent interest on the 
unreturned investment. 

The above figures, REMA officials 
said, indicate that air conditioning is 
not a luxury beyond the reach of the 
person with an average income, but 
rather a basic comfort which can be 
provided at small additional cost. 

They pointed out that air cooling 
has already become a “must” for thea 
ters, shops, hotels, and restaurants. 
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APPLIANCE MERCHANDISING 


The Frame Can Help 
Sell the Picture! 


OUR THOUSAND square feet of 
brightly lighted display floor, with 
lots of action and motion, all visible 
trom two streets through nearly three 
thousand square feet of plate glass 
will be the selling stage for electrical 
appliances in Samples’ Electrical City, 
Eldorado, Arkansas. 

This new appliance store which is 
being established as a department of 
the Samples Department Store, and 
adjoins the main store on the back, 
has many unique features. 

The store is now under construction 
(remodeling cost $20,000) and the 
site was obtained by purchase of five 
stores on Washington street South of 
the main department store. x 

This building which fronts 90 feet 
on Washington and 37 feet on the 
cross street, was remodeled and 
turned into one store with three levels. 


This scientifically designed appliance store 
in El 
Dorado, Ark., incorporates many unusual 
merchandising features. The store is virtual- 
ly a “stage” for selling. It has frontage on 
two principal streets and nearly 3,000 square 
feet of plate glass windows which make the 
display floor entirely visible from the street. 
used 


plan of the Sample “Electrical City” 


Three different floor levels are 
vantageously. 


ad- 


The unicue feature of different 
levels was originally used to take care 
of the sloping terrain, but now it will 
make it possible to build supplies of 
appliances that will attract customers 
through all parts of the store on all 
three levels, all of which is visible from 
street and sidewalk. 

The lowest level is at the corner and 
one of two street doors is placed at 
this location. In this room there will 
be radio displays, radio-combination 
displays, and phonograph record dis 
plays. 

At the rear of this room are three 
audition rooms where customers ma\ 
hsten to records in private and here 
also is a small office to be used as a 
closing office for contracts. 

Entrance to the next floor level 
from this floor is through wide open 
ing and up three small steps. Eve 


John S. Glenn, who will manage Sam.- 
ples “Electrical City,’ El Dorado’. 
new exclusive electric appliance store, 
looks over the blueprint of the new 
store floor plan. The new store is an 
outstanding example of a store de- 
signed for “selling.” 
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Shown above is the interior of Samples 
Electrical City pictured from the middle 
section as it looked on 
To the left of the entrance, one looks 
toward a higher level and arrangement 


opening day. 


of merchandise. Not shown in the pic- 
ture is the the right. 
Featured to the right here is the ex- 
terior of Samples. Of particular attrac- 


lower level to 


tion is the huge corner sign which gives 


Samples special prominence. 


catching displays will be arranged to 
catch the glance of the customer as he 
stands on the lowest floor level. 

On the three-steps-up floor there 
will be a constant demonstration and 
motion display going on. Washing 
machines, refrigerators, electric ranges, 
weepers, and all appliances will be on 
display on this floor. To keep some 
form of motion in this sales area there 
will be washing machines engaged in 
ictual washing operations, lectures, 
cooking demonstrations using actual 
food and probably giving out samples 
and anything in motion that can be 
levised. 

From this floor there is another 
l.vel reached by one small step. 

There are no obstructing walls be- 
tween these two floor levels and on 
this highest level will be constructed 
| model kitchen and a model laundry 
nd a combination kitchen and laun- 
dry. These displays will be varied 
from time to time but at infrequent 
intervals. All appliances in these 
model layouts will be connected and 
in operating condition. Sinks will 
have hot and cold water, sewer con- 
nections, and when expedient a home 


economist will cook and otherwise 
demonstrate these units. 

John S. Glenn, who is manager of 
Electrical City, said the entire floor 
would be a display and sales floor with 
the exception of a small space in the 
rear of the center section which will be 
devoted to offices. 

No merchandise be delivered 
from the floor and everv item will be 
a part of a merchandising display 

Through generous use of display, 
motion and lighting, it is the plan of 
the company to bring interesting pro- 
spects to the store to view the merch 
andise, rather than resort to cold can 
vassing by the house-to-house method. 

Before being assigned to the sales 
floor, all salesmen will be trained and 
schooled in selling associated mer- 
chandise and in selling “up,” Mr. 
Glenn said. 

Salesmen will be schooled in screen- 
ing the store traffic for prospects for 
larger appliances. Purchasers of traf- 
fic appliances will be judiciously ques- 
tioned about appliances they have in 
use and what interests they might have 
in buying new appliances of whatever 
kind or size. 


will 
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Samples “Electrical City” held its formal 
opening Thursday night, February 28. 
According to Mr. R. B. Wilson, treas- 
urer and merchandise manager, about 
700 people visited Samples from 7:00 
to 9:30 p.m., and many of them stayed 
throughout the evening. Others left 1 
bring friends back with them. Nothing 
was offered for sale. However, the record 
department sold $160 worth of record- 
alone the day following. This is an ex- 
clusive merchandising store and is located 
in the center of a trade area that has 
a population of at least 150,000. 


Such appliances as automatic dish- 
washers and garbage disposals will be 
connected and in operating condition. 
Dishes will be dirtied and washed with 
the dishwasher, and garbage will be 
cround up and disposed of through the 
new disposal unit. 

Packaged air conditioning units, or 
room coolers, will be on display in 
season, and salesmen will be compe- 
tent to give advice on installation, 
results, and cost. 

As an example of training salesmen 
to sell up, prospects for smaller sized 
electric refrigerators will be asked to 
give the salesmen enough information 
as to size of family, need for the unit, 
so that the most economical size for 
the work to be done can be shown 
them. 

They will be able to furnish engi- 
neering advice, sketches, and blue- 
prints on new or remodeled electric 
kitchens. 

Salesmen will be paid on a grad- 
uated commission basis, where extra 
sales will mean increased earning. 

Electrical City will handle a single 
brand of appliances and expect to sell 

(Continued on page 78) 
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Gift Angle Campaign 
Effective for Joy’s 


ENVISIONING a heavy mass mat- 
ket rather than a restricted big- 
office market for the “Two-Way 
Talkie”, Joy’s, Inc., New Orleans de- 
partment store, began a strong adver- 
tising campaign featuring the item 
from the gift angle. 

The “Two-Way ‘Talkie’ is much on 
the order of heavy-duty office inter- 
communicating appliances, but is built 
on a lighter, more inexpensive scale. 
Joy’s advertising for the gadget stresses 
that it can be installed in minutes by 
anyone, that it needs no expert fixing 
to work, and it will operate efficiently 
at almost any reasonable indoor dis- 
tance. The talkie weighs only a few 
pounds, can be carried anywhere, and 
operates on an ordinary ten-cent flash- 
light battery which gives an average of 
a year’s service to the customer. 

A. H. Schneider, home furnishings 
sales manager, hit upon the idea of 
advertising the talkie as an item for 
home inter-communication — some- 
thing to permit easy conversation from 
room to room. 

Few persons buy for themselves 
something to make home talking eas 
ier. But, as a gift, decided Mr 
Schneider, it should make a “natural” 
since gift-givers usually search for a 
present that is different from run-of 
the-mill ideas. 

To put the “Two-way Talkie” over 
as a gift item to his New Orleans cus- 
tomers, Mr. Schneider began by plac- 
ing the gadget in his store’s gift shop, 
where it would hit those who came to 
the store with the present-purchasing 


idea already in their minds. Next, he 
planned the Joy’s, Inc., advertising 
blueprint for pushing “Two-way 


Talkie” gift sales. 

The first advertising broke on a 
Thursday—usually a slow department 
store day — and swamped the Joy’s, 
Inc., gift shop with shoppers and with 
telephone inquiries and orders. De- 
mand continued until well into the 
following week, when another ship- 
ment of “Two-way Talkies” enabled 
Mr. Schneider to give the now-dwindl- 
ing demand a stiff advertising shot in 
the arm. 

Who buys such a gadget for gift- 


giving? “Wives buy it for their hus- 
bands’ offices,” explains A. H. 
Schneider, “husbands buy it for their 


offices and for their homes, kids chip 
in to purchase one for their parents, 
college students living in dormitories 
go for them in a big way, business men 
buy for their associates and their em- 
ployees. The “Two-way Talkie’ is a 
gift natural for everybody.” 

Mr. Schneider states that they are 


40 








arr mT JOY'S | 
. oy Vy ~— bij Yf 


ZS that no-one is ; 
a and everyone wants! 


_——— — 























OPEN (Sia ae Aan m 4 “JOY-FUL” 
SATURDAY =| LARGEST, Ways To BUT 
THL 9 P.M. Pere, | tis — 

EA 2 “ 


This four-column newspaper ad 

plugged the “Two-Way Talkie” 

heavily as a gift item for home and 
ofice use. 








displaying the ““I'wo-Way Talkie” by 
having one installed for actual use. 
When Mrs. Customer looks at it, she 
sees the gadget as it would be in ac- 
tion in her home or her husband’s of- 
fice. And the action sells her. 

When the Joy’s gift shop sales girl 
begins to show the “I'wo-way Talkie’ 
to Mrs. Customer, she instructs the 
buyer to remain by one of the receiv- 
ers. Then the sales girl trots to the 
other receiver, almost out of her cus- 
tomer’s sight. Her sales talk, deliver- 
ed over the gadget itself, seldom fails 
to bring a purchase order. 


Films, Manuals Used in 
Sales Training Program 





THE INITIAL clements in the elec- 
trical industry sales training pro- 
gram, the most comprehensive and 
far-reaching training program cver 
undertaken for the benefit of the 
entire industry, were scheduled to be 
ready for delivery and use by electric 
power companies, manufacturers, 
wholesalers, dealers, and other branch- 
cs of the industry, in late December, 
according to the Edison Electric In- 
stitute, and the National Electrical 
Wholesalers Association, co-sponsors 
of the program. 

The program will play a major part 
in training the industry’s sales per- 
sonnel, now being rapidly augmented 
to handle the postwar market which 


is expected to reach record-breaking 
heights in the industrial, commercial, 
and residential fields. 

It consists of a course of 18 sound 
slide films, an equal number of silent 
trailer films, with salesmen’s manuals 
and leader’s guides to accompany each 
film. This program will provide rapid. 
thorough training for the host of new 
salesmen with little or no sales ex 
perience, and will prove invaluabl 
as a refresher course for older sales 
men and returning veterans of the 
armed forces. 

The program is suitable for train 
ing the sales forces of manufacturers 
wholesalers, contractors, dealers, and 
utility companies. Trained salesmen 
will make an important contribution 
to the economic health of the na 
tion. Because of the sharply competi 
tive market, the training of electrical 
industry salesmen should be second to 
none in the selling field. 

Army Technique Used 

Produced by Vocafilm Corporation 
under the supervision of the Insti 
tute’s Sales Training Committee, in 
cooperation with the National Elec 
trical Wholesalers Association, the 
course employs the same techniques 
applied successfully by Vocafilm in 
the production of training films for 
the Army and Navy. These dra 
matic presentations expedite thorough 
and comprehensive instructions for 
the new man, and an effective 1 
fresher for the more experienced sales 
people. 

The first cight basic sales training 
meetings cover the fundamentals of 
sales technique such as how to mak« 
the most cconomical use of selling 
time, how to view the sale through 
the eves of the customer and say th 
right thing at the right time, and hov 
to arrange sales presentations in 4 
logical pattern. Sound slide films an 
alvze the basic impulses behind ever 
sale, how to obtain recognition 0! 
the prospect’s need, how to demon 
strate and prove the benefits of thi 
electric appliance, and how to estab 
lish the prestige and quality of tl 
product and the firm. Demonstration 
sales are made at each meeting, with 
criticism and discussion following 

After providing this basic training 
the program progresses to the appli 
cation of those techniques to selling 
specific services. Four meetings [01 
residential salesmen apply the basi 
sales principles ot selling the electri 
range, water heater, refrigerator, nd 
home laundry. Four commercial films 
dramatize the selling of store lighting. 
office and school lighting, commer 
cial cooking, and motor applications 
such as ventilating and air condition 


ing. 
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for Industry! 


Tif TODAY 8 big lily/ 


CHELSEA ventilating products are geared to the 
increased tempo of the South. The many designs 
—standardized for economy—offer ample diversity 
to meet every industral and domestic need. Included 


(A)—TYPE ED 

GENERAL PURPOSE ATTIC FAN 
(B)—-TYPE AP 

APARTMENT WINDOW VENTILATING FAN 
(C)—TYPE EU 

PACKAGE ATTIC FAN UNIT 
(D)—TYPE MC 

PEDESTAL COOLING FAN 
(E)——-TYPE BB 

ALL-PURPOSE INDUSTRIAL FAN 


(C)—Type EU (D)—Tyree MC (E)—Tyree BB 
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are blowers, exhausters and ventilators for home, 
office, plants, and public buildings. All are ruggedly 
constructed for long, dependable service. 


For over 30 years CHELSEA industrial units have 
proven their ability to step-up production, lower 
costs and increase safety by removing hazardous 
fumes and providing adequate ventilation. In the 
home CHELSEA attic ventilators and kitchen ex- 
hausters make possible better, more enjoyable living. 
Inquiries invited—descriptive literature on request. 


1206 GROVE STREET 
IRVINGTON, NEW JERSEY 
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Radio Interference 
From Fluorescents 


THE MERCURY ARC Of a fluorescent 
lamp sometimes causes a sputtering or 
sparking action on the lamp electrodes 
which sets up a continuous scrics of 
radio waves which will cause radio in- 
terference when the radio or the aerial 
circuit is located near the lamps. 

From General Electric engineers 
comes the following discussion as to 
how this interference can be elimi- 
nated. 

There are three ways in which these 
waves may reach the radio and inter 
fcre with reception: 

1. Direct radiation from the bulb to 
the radio aerial circuit. 

2. Direct radiation from the elec- 
tric supply line to the aerial circuit. 

3. Line feedback from the lamp 
through the power line to the radio. 

The direct radiation from the bulb 
diminishes rapidly as the radio is sepa 
rated from a lamp and this effect can 
be controlled by proper positioning of 
the radio and its aerial. The table 
shows the extent and comparative 
amount of bulb radiation for various 
sizes of fluorescent lamps. It will be 
seen that if the aerial is at least 9 feet 
from the lamp, interference by bulb 
radiation is negligible. 

In case the radio must remain with- 
in the bulb radiation range it will be 
necessary to take the following precau- 
tions: 

1. Connect the aerial to the radio 
by means of a shielded lead-in wire 
with the shield grounded, or install a 
“doublet” type aerial with twisted pair 
leads. 

2. Provide a good ground for the 
radio. 

3. Aerial proper must be out of 
bulb and line radiation range. The 
use of a correct antenna system will 
usually help reduce radio interference 
by providing a better station signal 
strength. 

Interference from line radiation and 
line feedback can best be minimized 
by the proper application of line filters 
at each lamp or fixture. A simple form 
of filter is the 3-section capacitor 
(Catalog No. 25F214). One such unit 
per fixture (or for each 8 feet of lamps 
in a cove) will reduce line noise ap- 
proximately 75 per cent. For the cases 
where it is desirable to completely 
eliminate line noise, the inductive- 
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capacitor type (No. 67G400) 1s recom- 
mended. ‘This filter has a current-car- 
rying capacity of 2 amperes which is, 
for example, about the load of four 
40-watt Mazda F lamps. 

Where only one or two radios are 
located near a fluorescent installation 
and the aerial circuit has been prop- 
erly shielded from bulb and line radia- 
tion, a single line filter located at the 
radio power outlet will suffice. 





Extent of Bulb Radiation 
Aerial Aerial Aerial Aerial Aerial 
Lamp 2 ft. 4ft. 6ft. 8 ft. 10 ft. 
from from from from from 
Lamp Lamp Lamp Lamp Lamp 
+0- or 


100-W 100 ay + 0 
30-W 90) 43 8 l 0 
20-W 75 35 7 0 0 
15-W 55 26 5 0 0 





Where radios located in buildings 
adjoining the fluorescent installation 
are receiving line feedback type of in- 
terference, it is practical to install a 
single filter such as the 25F214 at 
each panel box feeding fluorescent 
lamp circuits. 

Where it is necessary to filter each 
lamp or fixture the filter should be lo- 
cated as close to the lamps as possible 
This precaution should be taken be- 
cause of line radiation between lamp 
and filter. 

Lampholders improperly spaced re- 
sulting in poor contact with lamp 
base pins can also generate interfer- 
ence, as can fluorescent fixtures im- 
properly grounded. Failure to ground 
the neutral of branch circuits (as re 
quired in the National Electric Code) 
is an additional cause. If the service 
lines are not properly grounded filters 
will be much less effective. 

Fluorescent equipments destined 
for home or other use where radios 
are likely to be present should have 
the proper radio interference filter in 
each fixture. 


No Fumbling for Switches 


A plastic electric light switch plate 
equipped with a tiny electric lamp that 
glows when the lights it controls are 
out, has been developed. 


Technicolor Movie for 
1946 Lighting Program 


THE GLAMOUR of a Walt Disnc 
Productions Tchnicolor movie, and 
the entertainment and education 
value of the world-famous Disnc 
cartoon technique, have becn en 
ployed in the 1946 program of the N» 
tional Better Light—Better Sight Bi 
reau to dramatize the latest scientif 
facts of sight protection with modern 
lamps and lighting fixtures. The 1 
sult is a blend of humor, drama and 
thought-provoking facts that explain 
the fundamentals of seeing and light- 
ing, and the need for Better Light. in 
a way never before as effectively. 

Entitled “Light Is What You Makc 
It,” the film is part of a complete 
package that includes colored charts 
with lectures, newspaper advertising, 
direct mail, a consumer booklet and a 
meeting manual, all built around the 
film and using the inimitable Disney 
illustrations. The package is best used, 
according to the Bureau’s suggestions, 
for meetings of any duration, but 
preferably about an hour. The film, 
coupled with an illustrated chart talk 
—and all material for the latter is avail- 
able—and a question and answer ses- 
sion on seeing conditions in homes 
and places of business, will put over 
the basic information on lighting that 
starts customers thinking of enjoying 
Better Light for Better Sight in their 
own surroundings. 

Available in 16 mm, for standard 
sound projectors, with a running time 
of ten minutes, “Light Is What You 
Make It” covers the basic facts of 
seeing, and how artificial light can 
help or hinder the eyes. Comparing 
the eye with a camera, the movie 
points out that good light is just as 
important to the eye in comfortable 
seeing, as it is to the camera in taking 
a clear, sharp picture. 

The magic of the Disney artistry 
allows the audience to look into a pail 
of eyes at work, and for the first time 
understand the muscular energy used 
up in ordinary reading and other uses 
of sight. Emphasizing that eyes were 
designed for outdoor seeing, with the 
abundant light supplied by nature, 
the film compares typical intensities 
out of doors and within the hom« 

The four most common lighting 
faults—glare, insufficient light, sharp 

(Continued on page 77) 
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You Protect Your Reputation 
As You Protect Your Wiring 


| judge a man, a machine, or a wiring job by 

performance — performance not just today, but tomorrow, and for a lifetime. 
Recent shortages made necessary certain emergency practices that do not 
meet the high standards of the National Electrical Code . . . as in the use 
of conduit. As every contractor knows, the only code-approved wiring system 
designated as moisture-, vapor-, dust-, and explosion-proof, for use in haz- 


ardous locations and occupancies is a standard-threaded, rigid steel conduit. 


Now, as you rewire for modernization and wire new buildings, you can use 
Youngstown Buckeye Conduit — the full-weight, rigid steel which for many 
years has been first choice of contractors and customers alike. Whenever 
you use Buckeye you give your wiring the best possible protection. Likewise 


you protect your own reputation for safe methods and sound practice. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
Youngstown 1, Ohio 
Manufacturers of 
CARBON, ALLOY AND YOLOY STEELS 


ELECTRICAL SOUTH for MARCH, 












ELECTRICAL INSTALLATIONS 


Cooperation Among Crafts 
Key to Contract Profits 


Lack of cooperation among crafts is 
inany times responsible for lack of 
viofit on a contract, according to W. 
D. Bacon, co-owner of the City Elcc 
tric Company, Hope, Ark. 

All employees of the City Electric 
Company are instructed not only to 
get along with the members of othict 
crafts on a construction job but how 
to get along and what to do. 

Mr. Bacon superintends most of the 
jobs such as the wiring of the new 
$75,000 building for the Southern 
Bell Telephone Company, at Camden, 
Ark, 

“All crafts can use a_gencrous 
amount of cooperation,’ Mr. Bacon 
said, “‘and every experienced contract- 
or knows what a bricklayer can do to 
the electrical contractor if he wants to 
get a little private revenge for either a 
real or a fancied wrong.” 

City Electric Company employces 
ure instructed to provide powcr and 
light for all other crafts when needed 
by running temporary lines. 

Usually bricklayers do not necd the 
favors of the electrician but whenever 
they need lighting or any other serv 
ices that they can provide City Elec 
tric employees are instructed to pro 
vide it. 

Carpenters and plumbers do need 
the services of the electrician, however, 
end the electrician can always usc thie 
favors of these crafts before a job is 
completed. 

Mr. Bacon said when they go on a 
new job and get ready to lay it out o1 
rcugh it in, he notifies the superin 
tendent, contractor and all the craft 
foremen that they will be glad to 
string up any light and power lines 
that may be needed. 

Carpenters need power for thei 
saws and other equipment and usually 
neéd light at least over the saw so work 
can progress on cloudy days. 

The fact that they offer to cooper- 
ute at the beginning promotes a feel- 
ing of friendliness, Mr. Bacon said. 
When the time comes when an elec- 
trician might need the loan of a saw 
o: wants a few boards sawed on the 
pewer saw, they will either let the 
electrician do it or they will do it for 
him. 





44 


‘The result is a saving of time by 
reason of getting the work done. Mr. 
Bacon said there was a sccondary sa\ 
ing of time because when bickcring 
starts there is always a loss. 

Bickering leads to disputes and 
anger and all of these things contrib- 
ute to mistakes. When such disturb- 
ances are going on it is not uncommon 
for a workman to discover that he has 
uot followed the diagram or building 
plans and has to sometimes change 
the work that has been done. When 
work has to be torn out and covered 
up the loss runs up in a hurry. 

By making friends with the brick- 
layer, Mr. Bacon said, that they will 
aiways watch so that openings wanted 
will not be covered up and passed by. 
Anyone who has ever been on the 
hammer-end of a star drill knows that 
it is much easier to insert a picce of 
conduit in wet concrete or in a brick 
wall under construction than it is to 
drill the hole later. All of these small 
things not only make it a more pleas- 
ant place to work but in the aggregate 
add up on the profit side of the con 
tractor’s ledgcr. 

Mr. Bacon said that he knew of 
j¢bs on which contractors had lost 
money just because of bickering and 
lack of cooperation among crafts. 

Naturally when a carpenter feels 
that he has been taken for a ride by 
an electrician he not only fails there- 
after to coopcrate but may want to re- 
taliate. 

Such retaliation comes out of the 
profits of every contractor on the job, 
according to the experience of Mr. 
Bacon. 

Cooperation with the plumber pays 
dividends, too. An electrical contract- 
or can often use the plumber’s pipe 
threading machine for conduit just be- 
cause of the goodwill gencrated by 
promptly providing power and lights. 

Certainly the electrician needs to be 
independent as far as his tool equip- 
mient is concerned and on large jobs 
will want his own power threading 
cquipment. 

However, on small jobs it does not 
always pay to have power threading 
equipment and a contractor cannot 
have it for all jobs and consequently it 
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is always moved to the big jobs 
When a few lengths can be thread 

cd on the plumber’s machine on th 

small job it facilitates the work 
When a job is finished there ts a 


ways the cleanup work. Mr. Bacon 
said that it had been his expcricne: 
that when all crafts had shown a goox 
spirit of cooperation that the cleanin 
on a job didn’t amount to much. 

Usually, he said, they all pitch im 
and the job is soon over because ther 
is no wasted effort and no lost tink 
cue to friction between crafts and at 
tempts to fix the responsibility for this 
and that. 

“On some jobs,” Mr. Bacon said 
‘“‘when cleanup time comes I’ve hear 
workmen say “The electrician left that 
mess and Iet the electrician clean 
up.’ When all cooperate no one pay 
any attention to anything except gct 
ting the rubbish out so the building 
can be delivered to the owner.” 

Under normal labor conditions M 
Racon said they paid particular atte 
tion to the ability of their employe 
to get along well on a job. 

Naturally, sooner or later they wi 
get a man who may be an excellei 
workman but who is always in tli 
center of all trouble. Disputes a: 








W. D. Bacon, co-owner of City Elec- 

tric Company, Hope, Ark., checks a 

blueprint and panel box in the new 

$75,000 Southern Bell building in 
Dorado, Ark. 





“If a line’s worth building, 
it’s worth building right!” 


ee 





“Right” means a lot of things, when you’re talking 
about a power line, sound engineering to assure 
maximum service with a minimum of maintenance— 
quality materials, with the same purpose—ample 
capacity for future growth of loads. 

Lines built with Alcoa A.C.S.R. according to stand- 
ards recommended by Alcoa are right. Well over a 
million miles of A.C.S.R. are in service today, proving 
this to be true. 

If you’re planning a new line or extensions to old, 
Alcoa engineers will be pleased to help you select the 
A.C.S.R. you need. Get in touch with the near-by Alcoa 
office, or write ALUMINUM COMPANY OF AMERICA, 
2164 Gulf Building, Pittsburgh 19, Penna. 


ALCOA 
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and friction develops. 

Mr. Bacon said when they discov- 
, ered that they had one of these per- 
petual troublemakers that they replac- 
ed him at once with a more congenial 
workman. 

“Arguments cost money and coop- 
eration makes money,” Mr. Bacon 
said. 

City Electric Company, Hope, Ark., 
is but two years old under that name 
and is owned by W. D. Bacon and 
W.C. Jones. The name of Bacon has 
been identified with the electrical 
contracting business in this area for 
more than thirty years, however, since 
the business was established there by 
W. D. Bacon’s father. 

City Electric Company wired the 
housing project at Hope, and they 
have had a number of large jobs. 

Wiring specifications on the Cam- 
den telephone building, Mr. Bacon 
said, called for the highest type of 
work. 


Electronics Conquer 


Baker’s Bread Mold 


BrEAD MOULD, bane of bakers and 
housewives for centuries, has been 
conquered electronically by Dr. Wil- 
lam H. Cathcart, head of the Great 
Atlantic and Pacific Tea Company’s 
national bakery laboratories. 

Successful experiments in which 
the food scientist employed electronic 
heat to eradicate mould spores in 
freshly baked bread, have resulted in 
a decision by H. W. Gilb, director 
of the food chain’s bakery system, to 
begin early installation of the mould- 
proofing equipment in all of the com- 
pany’s 37 bakeries. 

The Cathcart process involves use 
of an electronic “oven” which “broad- 
casts” high frequency current through 
the bread after it is wrapped. This 
type of energy penetrates each loaf 
uniformly and kills the mould spores 
without affecting the taste, texture 
or nutritive value of the bread. 

Declaring that this discovery will 
make it possible to save at least 
150,000,000 pounds of bread ruined 
by mould each year in bakeries, stores 
and homes, Gilb said that electronic 
sterilization will also be useful in other 
branches of the food industry 

“Cereal and grain products suffer 
beavy losses in humid atmosphere,” 
he explained. “When processors are 
able to protect their goods electron- 
ically, such losses are eliminated.” 

It is estimated that mould damage 
to food products amounts to more 
than $100,000,000 annually. 

Gilb described the A&P mould- 
prevention tests as having succeeded 
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on a type of bread which is especially 
subject to infection because of its 
high moisture content. ““Ihree days 
after the experiment began, mould 
appeared on one batch of bread, while 
another which had been given the 
electronic treatment remained com- 
pletely unaffected after three weeks 
under normal kitchen conditions of 
temperature and humidity,” he said. 

It is noteworthy that both batches 
of bread were baked of the same 
dough containing the usual chemical 
retardants which merely slow down 
the growth of mould without pre- 
venting it. 

Gilb added that when the mould- 
proofing equipment is installed at 
A&P bzke-plants, the use of chemical 
retardants will no longer be necessary 
and “another forward stride will have 
been taken in the interest of quality 
and economy in basic foods.” 

Under the Cathcart process, bread 
is rendered mould-proof within five 
seconds. Mechanically, the process 
begins after the bread is wrapped and 
run by conveyor belt to the door 
of the electronic oven. At this point, 
Gilb explained, the bread begins its 
five-second “ride” to the other end 
of the oven, where it emerges in the 
shipping department. In other words, 
the process is speedy enough to pre- 
vent bottlenecks between wrapping 
and shipping. 

Several months ago Dr. Cathcart 
announced that the A&P bakery lab- 
oratories had developed an electronic 
method of defrosting frozen foods at 
high speed. Since that time, similar 
equipment has been adapted to the 
mould-elimination process. An impor- 
tant factor in both procedures, said 
Gilb, is the uniformly penetrating 
effect of high frequency heat. 


Circuit Breakers 
For Rural Homes 


A spPEciAL new feature of the 
service of the Electric Power Board 
of Chattanooga, Tenn., to all cus- 
tomers located outside of the city was 
announced recently. The Board will 
sell to new customers or to present 
customers who are rewiring—a modern 
circuit breaker panel for less than the 
cost of the cheapest fused switch. For 
customers with no major appliances, a 
two-breaker panel will cost only $1.00. 
lor customers who will use a range, or 
a water heater, a six-circuit breaker will 
be available at $5.00. 

All customers on rural lines and 
outside the city must use this type 
service entrance breaker panel (either 
purchased from the Board or at regu- 
lar price from a dealer) in order to be 





connected. Customers inside the city 
are strongly urged to use the same 
type breaker. 

At a cost of less than the cheapest 
main switch of any type, the customer 
may have a switch that provides fo: 
two circuits—a 15-amp. lighting cir- 
cuit and a 20-amp. appliance circuit 
In addition to this, the set-up will 
allow a range circuit and a water heater 
circuit to be added without any chang¢ 
in the service entrance or entrance 
panel. The new circuits can be taken 
care of by removing a knock-out and 
inserting a breaker unit. This make 
even the smallest house wired adc 
quately to the main panel for any ordi 
naty service. 

Where customers are preparing t 
have major appliances, a larger cn 
cuit breaker panel providing a rang: 
circuit, a water heater circuit and fou 
other lighting or appliance circuit 
will be used. 


Facts Sell Farmers 
On New Appliances 


WIRING CONTRACTORS Who assum 
that the average new farmer consum 
er will start out with lights in the bar 
are missing the boat, according 
O. W. Allen, owner of Allen’s Radi 
and Electric Shop, Winnfield, 1. 
who is also a wiring contractor. 

“We have found that nearly a 
the new customers on rural lines ai 
in the market for 220-volt range wil 
ing and the same current for larg: 
motors when they are apprised of al 
the advantages,” Mr. Allen said. 

Selling of the extra wiring is helped 
by being able to cite the rate ad 
vantages. Mr. Allen carries a break 
down of the rates with him and by 
surveying the power and cooking 
needs of the farmer’s home he can 
arrive closely at the amount of the 
electric bill each month. By showing 
then what the farmer gets for the 
amount of money he spends it is 
comparatively easy matter to sell the 
increased wiring job because the farm 
er can’t do manual labor that cheap 

Most farmers in the territory ar 
already familiar with power tracto 
farming and the shortage of lal 
plus high prices for their product 
has made all of them production 
minded. 

“Farmers want figures on costs 
and results,” Mr. Allen said. “The 
are not buying a pig in a poke any 
more. They read the same ads aid 
know as much about things that arc 
going on as most city folks and a 
whole lot more about producing food 
whether it is in grain or on the hoot,” 
Mr. Allen said. 
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; nae Big Sales Features! 
HE Universal Coffeematic combines all the auto- : 9g apne Re . 
Multi-Strength Control —makes coffee “mild” or “strong 

matic features for the perfect cup of coffee—makes or any point in between. 

; P Automatic Redi-lite eliminates guesswork — signals when 

cup after cup to suit the taste. Plan now to feature aida he hae 

Beautiful, durable chrome assures freedom from breakage 

; , ; d —easy-to-clean. 

the last word in design and craftsmanship. No table fuss—makes coffee right at the table—no parts to 

remove—simply pick it up and pour. 


ARV Wy _ | 


x 


Coffeematic, first among automatic coffeemakers,— 


Universal Electrical Appliances distributed in Canada exclusively by Northern Electric Compeny. td. : : gel 
LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 


a Z 
LEADERSHIP THAT BUILDS YOUR DEALERSHIP! << 
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INDUSTRIAL MAINTENANCE 


MAINTENANCE OF OUTDOOR LIGHTING 





PREVENTATIVE maintcnance of out 
door lighting equipment should be 
systematic for these reasons: 

(1) An outage will usually be a seri- 


LIGHTING LUMINAIRES AND FLOODLIGHTS 


WHAT TO INSPECT WHAT TO INSPECT FOR 





ous handicap to effective work or po- 
licing. 

(2) Exposure to weather hastens 
deterioration. 

(3) Outages are usually discover- 
ed only at night when repairs cannot 
conveniently be made. 

The usual type of outdoor lighting 
equipment necds relatively little main- 
tenance. The timc to do it is when 
replacing lamps; therefore, service 
crews should be provided with the 
necessary spare parts and materials. 

Constant-current series circuits 
often used for protective lighting are 
high-voltage circuits. F’oremen should 


EACH TIME A LAMP IS REPLACED 


Reflectors Dust and dirt. Wipe clean; replace if cr 

Lens or globe Dust, dirt, insects; wipe cleam inside < 
if cracked or broken 

Film cutout (series units If lamp has burned out, replace film 

only) lamping. 

Sockets and Burned current-carrying parts and 

receptacles Replace if necessary 

Gaskets ,oose, broken, or missing. Repair or 

ken. Replace if necessar 


Insulators do rok 


Wiring ,oose or broken connections. Secure or 


Mounting Mounting supports loose, or unit displaced fr 
aiming direction. Readjust and tighten securely. 





insist on strict observance of safety 
rules. Most companies demand that 
the circuit be dead and that their men 
wear rubber gloves and protectors be- 
fore climbing a pole or ladde: 

In handling any kind of cutdoor 
lighting equipment, remember that 


ONCE A YEAR 


Reflector, lens, or globe Dirt, insects, or cracked or broken 


thoroughly or replace 


Corrosion. Replace or paint with good weather 


heat-resisting paint 


All metal parts 


Circuit voltage or current Abnormally high or low voltage or current. Adjust 





wet weather requires more than ordi- 
nary precautions against electric 


shock. 


of the first steps in setting up a maintenance schedule is to establish 
a system of records. Suggestions are given here and on page 50. 


A schedule of group replacements 





WORK REPORT 
OUTOOOR LIGHTING SYSTEM MAINTENANCE ANO 


DATE. 5/27/72 SERVICE CREW: Ay scéme~— (IN CHARGE), Ciarn 4 lt me 


of lamps provides a sound basis fo 
a" scheduling preventive maintenancc 
SOCKETS, Focus 4"O|  wcwanna for luminaires or floodlights. ‘The 





POLE Fim CLEAN AND 
e Ul aTor ASKET 
nO Lam cutout PAINT GLASSWARE INSULATORS! GASKETS 





—— 
OK 

DAMAGED, 
REPLACED | 

| 

oK | 

OamaGEO, | 

a 

| 


REPLACED 
OamAaGED 


DAMAGED 
NOT REPLACED 
NOT REPLACED 
REPLACE 
DAMAGED, 


NOT REPLACED 


OamaGEO 


REPLACED 
REPLACED 
PAINTEO 


Serres sel a - number of days between replacements 
STATE ANY UNUSUAL e oT, 
CONDITION OBSERVED, will vary with the seasons, of Course 
REASON NEEDED RE 5 

ff; 


PAIRS NOT MADE ,OTHER but the inspections will come suf 
WORK OONE ETC e ° 
ciently often to accomplish the cd 





OK 
OAMAGED, 
On 
OAMAGED, 
REPAIRED _ 
DAMAGED, 
INEEOS ADJUST - | 


NOT REPMRED 
OK 

IRE ADJUSTED 

MENT 


REPLACED 
OAMAGE 
NOT REPLACED 





WASHED 


| 





} S| SN] NS |wweo 
Ee Bed as. 


| 








sired result. 





The interval between group rep! 
ments can be calculated closely 
enough; or time meters can be con 
nected to the control circuits te show 
actual burning hours. 

One of the first steps in setting up 
a maintenance schedule is to estab 
lish a system of records on forms simi 








lar to those illustrated to show that 





inspection and necessary repairs ac 


























*This article is adapted from ma- 
terial prepared by engineers of the 






































General Electric Company. 
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WALKER 


ELECTRICAL COMPANY 





Write, wire or phone for 
Walker Service. 


ATLANTA 


MANUFACTURERS OF SWITCHBOARDS ¢ PANEL BOARDS + SERVICE EQUIPMENT ¢ METAL ENCLOSURES 
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tually have been made. These will not 
only pace the schedule, but will also 
reveal any troublesome piece of equip- 
ment or situations which deserve 
attention. 

A suggested form of work report is 
shown which can be used to indicate 
inspection points to the service crew 
as well as to provide information for 
the office. Recommended size — at 
least 8 by 10 inches. 

It will usually expedite general or 
special maintenance trips to have a 
map of the property showing the 
number and location of each pole as 
well as the location of transformers, 
control apparatus, fuses, and such 
landmarks as will enable a workman to 
go directly to any desired point with 
out necessarily following the circuit 
around the property. The map should 
show the sizes of lamps, fuses, and 
film cutouts required at each location. 


Cleaning Luminaires 


Normally, wiping out the interior of 
the luminaire with a clean cloth when 
re-lamping should be sufficient clean- 
ing for a well-sealed luminaire. How- 
ever, when actual washing is required, 
a lukewarm water solution of highly 
soluble, neutral soap, such as Procter 
and Gamble’s Orvus or equal, has 
proved to be quite effective. 

In Alzak (manufactured under Alu- 
minum Company of America patents) 
finished aluminum reflectors, a special 
cleaner may be required to remove ob- 
stinate spots that the soap solution 
will not dissolve. G-E Type D-50R1 
cleaner is recommended for this pur- 
pose. It contains a moderate Guantity 
of mild abrasive and liquid wax. Nev- 
er use strong acid or alkaline cleaners 
or coarse abrasives to clean aluminum 
reflectors. 





LAMP SERVICE RECORD 
OUTOOOR LIGHTING SYSTEM Main TENANCE 
ge ve 


POLE NOLS! LuMiNAImE aon Rs 
LAMP TYPE AND RATING: cheees , £000 Lame 6 6 OA geek ap one mF 


OATE =i SINCE (QUE Trewarxs DATE | REG |MOURS SINCE [DUE REMARKS) 











OR. |LAST REGULAR! FOR oR |LaST REGULAR| FOR 


SPL | PEPLACEMENTREPL | smu REPLACEMENT (REPL! 








“Yaa Ra| 2250 fey) — 























MAINTENANCE AND REPAIR RECORD 
OUTOOOR LIGHTING SYSTEM MAINTENANCE 
POLE WO sve tuunane 2S Pon re Ae 











OATE| REPAMS OF REPLACEMENTS MADE | OATE | REPAIRS OR REPLACEMENTS WADE 
TO py| Ligh hamak. Loot. camman Tuan. 
Ao an nT 























Shown here are the two sides of a 
suggested 4’x6” service record. 
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TROUBLE-SHOOTING CHART 
SERIES LIGHTING CIRCUITS 


TROUBLE CAUSE 


REMEDY 





Individual lamp out 


Lemp out but apparently o.k. 


Lomp burns dim 


Lomps don't light 


Portion of circuit out 


Short lamp life 


Lomps explode 


ire. 


Burned sockets and receptacies Inadequate 


Pp 


Grounds inside luminaires 


Wires broken off at terminals 





Filament broken or burned out. 
Lamp loose in socket. 
Film cutout punctured 


Wrong type of lamp being used 


Circuit current | 
voltage may be too lov 


Water dropping 


yuches reflect 


Improper wiring 


Insulation may 
back too fa 
Insufficient insulation ma 
have been used 

Wire scored in skinning. 


Wind sway and vi 


Replace lamp and fiir 
Tighten and repla 

Replace; check to s 
rect rating of cutout 


Replace with proper 
cuit lamp rated f 
rent. 

Power-s Check voltage apr 
current transforr 
within 5 per cent 
rating. 

Check load « 
wit? 
mov 

place with 
age 


Check distribution su 
Install fuse of at 
fy current r 


sit; repair and res 


1 
il 


Locate and. repair f 

Install film cut 

ing between prong 
xcket 


Replace with film 
rect rating 

Replace film cute 
lightning prc io 
visable if this 
quent 

Repair grounded 
nsulation adequate 
voltage 


Replace with lamp 
cuit current 


See that mechanisn 
by hand 

Readjust by mov 
weights, check vy 
current transformer 


Check joints for leakage. Chech 
slope of pipe bracket t 
slope down to pol 

degrees 

Readjust lamp holder or repai 
luminaire. 


Use good film cutouts 
rating 


See that all connector 
and tight 

Rewire with insulat 
for circuit voltage 


be skinned 


Reconnect wires 


Reconnect and insta 
supports or spreaders t 


ation 








Electrical Almanac 

100 Years Ago 

In 1846 M. J. Duboscq introduced 

first use of electric light for stage 
lighting at the Paris Opera. He repre- 
sented the rising of the sun by means 
of an arc light placed at the focus of 
a parabolic reflector so that it cast a 
beam of light on a silk screen. 

75 Years Ago 


Zenobe Theophile Gramme, Bel- 
gian electrician, in 1871 exhibited his 
first hand-operated generator of elec- 
tricity before the Academy of Sciences 
in Paris. 


50 Years Ago 
Dr. Neils Rydberg Finsen, in 1596, 
discovered that violet rays are an en 
emy of disease, inaugurating electri 
light therapy. 
25 Years Ago 
First conversation by deep sea cabl« 
took place in 1921 over 115-mile rout« 
from Key West, Florida, to Havana, 
Cuba. 


High pressure vessels used in the 
manufacture of high octane gasolinc 
for war were made possible by electric 
arc welding. 
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?. S. (Premier Service) 


You do the selling — Premier does the work—on any make 
of cleaner! Service can be a mighty important source of profit 
for you in 1946—and as long as the demand for new vacuum 
cleaners remains ahead of the supply. * Through seventeen 
conveniently located Factory Service Stations, Premier will 
rebuild your trade-ins for you, completely recondition your 
customers’ cleaners, and provide you with factory-built parts 
for your own repair jobs or over-the-counter sales. * Get the 
whole story now on what this profit-producing program cando 
for you...from your nearest Premier Factory Service Station. 


PREMIER VACUUM CLEANER DIVISION 


GENERAL & ELECTRIC 
1734 IVANHOE ROAD e CLEVELAND 10, OHIO 
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. 40 gasping seconds left . . . two sweat-drenched bodies pound- 
ing... weaving... snorting . .. lashing out under the glaring lights! 
A vicious left to the body ... a right to the mouth draws blood .. . 
he’s on the ropes... a left...a right... another ... the crowd is 
on its feet! And there it goes—that one last crushing blow that’s 
good for the count and . . .“Ladies and Gentlemen—the Winner 
and still Champion of the World!” 

But you've seen a lot more than a million-dollar knockout . . . or 
the Champ in action. You’ve seen what made him a Champion long 
before he stepped into the ring to defend his title .. . grueling miles 
of roadwork ... pounding the big bag for hours on end ... round after 
round of sparring...anything and everything it takes to get ready to win! 


* * * 


THAT'S WHY PREMIER IS GETTING READY NOW! (when a vacuum 
cleaner will practically sell itself!) for the time to come 
when cleaners will really have to be sold. And that’s why 
you, as a Premier dealer, will be ready, too! Premier is 
putting over the story of long-famous Premier quality to the 
most people as many times as possible and in every possible 
way—with 153,468,081 messages this year—appearing month 
after month in leading national magazines—with dramatic 
de luxe displays, colorful neon-fluorescent signs, demonstra- 
tion films, broadsides, mailing pieces, folders, novel on-the- 
spot displays—anything and everything it takes to get ready. 


CHAMPIONS GET READY AHEAD OF TIME! 








DISTRIBUTION 


Banked Secondary Service 
Practical With New Unit 


By A. D. Forbes* 


Banking of distribution transformers offers many 
advantages: reduction of voltage flicker by as much 
as 70%; savings in transformer capacity and secon- 
dary copper: and greater flexibility in load growth. 


Brenerits of banked secondary scrv 
ice are now attainable without the dis- 
advantages heretofore associated with 
parallel secondary operation as a result 
of the development of a new com- 
pletely self - protected — transforme1 
known as the “CSPB”. It has been 
devcloped in ratings from 5 to 15 kva 
and will be extended upward in the 
near future to include the 25 and 
?7-1/2 kva ratings. ‘There appears to 
he little application for ratings smal!cr 
than 5 kva for banked secondarv 
SCTVICe. 

The new circuit connection, as 


*Mr. Forbes is section engineer with 
the Transformer Division of Westing- 
house Electric Corp., Sharon, Pa. 


shown in Figure 1, eliminates the fuscs 
for scctionalizing a secondary circuit. 
It accomplishes this by means of cir- 
cuit breakers built into the transform- 
cr. ‘These breakers, unlike fuses, can 
be coordinated with the thermal capac 


Fig. 1. New cir- 
cuit for banked 
secondary serv- 
ice that employs 
completely self- 
protected trans- 
formers with 
built-in circuit 


breakers. 





Fig. 2. (Left) Exterior appearance of the new completely self-protected 

banking transformer for parallel secondary service. Fig. 3. (Right) Internal 

view showing the two double-pole circuit breakers mounted side by side 

on the top frame of the core. Core and coil is identical with core and coil 
of standard transformer of the same rating. 
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. 


ity of the transformers making it pos- 
sible to carry the maximum short time 
overloads without danger of damage 
to the transformer. 
Physical Arrangement 

The new transformer is illustrated 
in Figures 2 and 3. ‘he core and coil 
is identical with a standard trans- 
former of the same rating. However 
two double pole circuit breakers (in 
contrast to a single brcakcr on the 
usual “CSP”) arc mounted side by 
side on the top frame of the core 
Each breaker feeds onc of the two 
secondary circuits from the transform 
cr. ‘To provide the necessary second 
ary connections, 5 secondary bushing: 
are furnished for supplying the twe 
3-wire circuits. ‘The neutral bushing 
is common for both circuits. 

lo provide sufficient tank circum 








TABLE I 


Weights for “CSPB” Transformers 
for Banking 





Kva Weight 
5 | 288 
7% 322 

10 339 
15 434 





ference to mount all required part 
and to obtain sufficient space insicd 
the tank to %:ount the two circu 

breakers, it is necessary to use a tani 
having a min'mum inside diameter « 

15-1/4”. While this represents som 
increase in size for the smaller ratin 

it is not-a serious problem sinc 
weights ar« stiil comparatively small as 
indicated by Table I. As can be seen, 
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BEAUTIFUL in lustrous ivory 
and chrome trim, the R&M 
Portable Home Cooler has a 
ready market. No belts—no 
pulleys. Self-oiling and rubber- { 
mounted for silence, this com- 
pact, lightweight cooler is easy 
to sell—and keep sold! Two 
sizes—24 and 30-inch blades. 
Both have exceptional air de- 
livery. Yet simple construction 
keeps their prices attractive. AL x 
wytyy 
Poor, is 









JUST WHAT so many of your customers 
have been waiting for—an R&M De 
Luxe Fan! For desk or wall mounting 
in 10, 12, and 16-inch sizes, these two- 
tone beauties deliver a whale of a breeze 
with scarcely a whisper. For those in 
your trade who want, and will pay for, 
the finest! 


Keep ALL your Customers 
Cool, Calm...and Collect! 


You can easily satisfy 2// your customers 
if you handle the Robbins & Myers line 
of fans. There’s a model for everyone’s 
cooling problem—a single room to a 
whole house. Production is in high gear. 
But so is the demand. So list your needs 
now with the nearest R & M Fan Distrib- 
utor OR mail the coupon for his name 
and address and samples of our new fan 
literature. Act today and collect when 
the hot weather starts. 





COMMERCIALLY or in the home, R&M 
Air Circulators suit the needs of still 
others of your customers. Good ventila- 
tion at a fraction of air-conditioning or 
attic-ventilating cost! For floor, bench, 
wall, or ceiling mounting, in 24 and 
40-inch sizes. R&M Air Circulators are é& 


in for . bigger play and more profit for “oe 
yor than ever. . 

fan at a popular price, you're 

‘ sure to sell R&M Banner Fans. 

ROBBINS « MYERS - INC. sprincriet, ono ecoaciaet sed acidite «cok 

tn Canada: Robbins & Myers Co.Jof Canada, Ltd., Brantford, Ontario non-oscillating and 10, 12, and 

< 16-inch oscillating models. Your 

customers’ fan dollars can’t go 

further, can’t buy more anywhere 

other than from you! 













ROBBINS & MYERS, INC., 

Fan Sales Division, Springfield, Ohio 

Please tell me who my nearest RaM Fan Distributor 
is and send me new consumer sales-promotion lit- 
erature on the R&M products checked (¥). 


© Home Coolers OC Attic Fans 0 Air Circulators 
© Banner Fans © De Luxe Fans 





. FOR LESS than the cost of a week’s 
vacation, those of your customers 
¢ ‘Who want the best in home ven- ee Re ee een eee er ee 

jy tilation can have it with an R&M 











Attic Fan. New 4- paddle designs MAG er oe rae ea i ae ° 
in four sizes—30, 36, 42, and 48- oe ere re Zont.«. eveeesn State. c.crcscccoce 
f } inch blades cool the whole house, 
A top to bottom. Profitable all the 


way through for you, too! 
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aoreenicennstesntnenet 


CIRCUIT 2 


4- CONTACTS OF SIGNAL LIGHTS 


C BIMETAL OF CIRCUIT BREAKER 
CONTACTS OF CIRCUIT BREAKER 
$ PROTECTIVE LINK 
~o-DEION ARRESTER 





CIRCUIT | CIRCUIT 2 


Fig. 4. (Left) Wiring diagram of the new completely self-protected banking 
transformer. Fig. 5. (Right) One line diagram of transformer. 


the size and weight are still low for the 
amount of equipment included in this 
tuctory assembled unit. 


Electrical Connections 


The complete clectrical connections 
of this new “CSPB” transformer are 
shown in Figure 4. Perhaps they can 
be more easily followed by reference 
to the single line diagram, Figure 5. 
It will be noted that one set of breaker 
contacts is in series with each of the 
secondary circuits so that a fault on 
one of the circuits can be cleared by 
the contact in that circuit. The 
transformer winding is left in service 
to furnish the other circuit. It also 
will be noted that one set of bimetals 
is directly in series with the winding, 
therefore, it controls the total load 
which may be applied before part .of 
the load is disconnected. 

Protective links are connected in 
series with the high voltage winding to 
disconnect the unit in case of an in 
ternal fault 


Conditions 


Fault 


Referring to a single line diagram of 
the complete system, Figure 6, assume 
a fault on the secondary at point X. 
ault current is then drawn from trans- 
former 1 through bimetals 2 and 3. 
Since .bimetal 2 is calibrated to trip 
at a lower current (all breakers not 
having the tap between bimetal and 
contacts are calibrated to trip at a low- 
cr current), contact 4 will open be- 
fore contact 5. This opens the circuit 
letween transformer 1 and the fault 
but leaves transformer 1 connected 
{o section Y. When transformer | is 
not the last one of a bank, the adjacent 
transformer, number 6 in this case, 
will also furnish some fault current 


which will flow through bimetal 2 
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but will not flow through bimetal 3. 
This will increase the differential of 
operating time between these bimetals. 

Fault current is also supplied by 
transformer 7 through bimetal 8. Since 
the fault current supplied by trans- 
former 9 through bimetal 10 is very 
much smaller, due to the secondary 
impedance between transformers 
and 9, bimetal 8 will trip before bi 
metal 10 (even though 10 is calibrated 
to trip at a lower current). ‘This opens 
contacts 11 and completes the isola- 
tion of section X. 

In service, faults may be either line 
to line, or line to neutral with the 
same isolating action as double pole 
breakers are used. In either case, 
however, both poles of a breaker trip 
so that no power is furnished to the 
faulted section. 

In the great majority of cases this 
operation takes place without the re- 
moval of any transformer from service. 
However, in case transformers are close 
together, particularly if they are of 
small kva ratings, then bimetal 10 
may open contacts 12 before bimetal 
8 opens contacts 11. Even in this case, 
however, the unfavlted sections still 
remain in service. the only disad 
vantage being that the transformer 7 
is removed from service 


Fig. 6. Single 
line diagram of 
new circuit for 


banked 


ary service that 


second- 


employs the new 
transformer s 
having built-in 


circuit breakers. 


Overload Conditions 


Referring again tc Figure 6, assume 
that, due to normal load conditions, 
transformer 1 had been loaded to the 
point where its insulation is endan 
gered and a portion of its load is to 
be disconnected by circuit breaker op 
eration, bimetal 3 can be and is cali 
brated to protect the transformer sinc« 
it always carries the full winding cur 
rent. Therefore, it is certain that con 
tacts 5 will open dropping the por 
tion of the load fed to section Y at 
least in time to protect the winding 
This would probably relieve the load 
sufficiently so that bimetal 2 wouk 
not trip and transformer | would con 
tinue to supply section X. If, how 
ever, for some reason the load o1 
section X should abnormally increas« 
before contacts 5 have been manually 
reclosed, bimetal 2, which then carric 
the entire load current and which i 
calibrated to trip at a lower curren 
than bimetal 3, will furnish winding 
protection by opening contacts +4. 

If a special condition is assum¢ 

(Continued on page 76 





Fig. 7. New transformer installed in 

banked secondary system. Secondar) 

neutral is continuous but insulators 

are used in the other two secondary 

line wires. Note five connections to 
the transformer. 
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One of a series of excerpts from the Hotpoint 
library of Planned Electrical Merchandising. 


@ SELLING is making people want things. In the appliance field, people 
are best sold when actually in the store looking at an effective display. There 
are simple ways to start a display on the right track. One of the easiest is to follow 


the method theatrical producers use in arresting attention: 


Every chorus has a leading lady for us to start looking 
at—even though we may end up thinking a cute chorus 


girl in the back row is far more attractive! 


@ The same principle works in an effective refrigerator display. 

Give customers a place to start looking. Break the classic line-up of 
appliances. Place a refrigerator at each end of the line slightly on an angle. 
This frames the display. Center interest on a middle refrigerator 

by opening the door and pulling out a sliding shelf. Place this 


sign on it: ‘See how easily this shelf slides.” 


Open Speed Freezer door. Pull out a Pop-Ice Tray 
slightly and place sign below it reading: “Pop-Ice Tray 
simplifies removal of cubes. Ask for demonstration.” 


High-spot other features with similar signs. 


@ Try the chorus and the leading lady idea for a display that sells for you. 


c 





HOME APPLIANCES 


Dependability Assured by 40 Years Experience! 


fle & 


efrigerators Ranges Water Heated Flat Plate lroners Clothes Oryers Dishwashers Disposals 
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NATIONAL ELECTRICAL CODE 





Explosion - Resistant 


Motor Test Setup 


CREATING SPARKS in a tank filled 
with gasoline fumes is not ordinarily 
considered a constructive activity; but 
a group of men in Lima, Ohio, are do- 
ing it regularly—and setting up stand 
ards that save lives. 

How the sparks are deliberately cre- 
ated inside small motors, sealed tightly 
in tanks of highly explosive 100- 
octane-gasoline vapor and the result- 
ant explosion held down to a harm- 
less “‘pouf’’ was demonstrated by H. 
J. Braun, engineer of the Westing- 
house Electric Corporation’s Small 


Motor Division. 
“It’s not as foolhardy as it seems,” 
Mr. Braun explained, ‘‘for the motors, 


(Upper left) A worker is 
shown fitting explosion - re- 
sistant motor into the test 
tank, At the top of motor is 
the spark plug which fires 
the gases piped inside the 
motor shell. Before test, out- 
side tank is filled with 100- 


octane gas. 


(Upper right) Here the mo- 
tor is shown in place ready 
for the test. The spark plug 
method is used to ignite gas 
inside motor because the re- 
sulting explosion could not 
be heard outside with the 
motor actually operating. 


(Lower left) Here the tank 
has been sealed and the test- 
er is filling it with 100-octane 
gasoline vapor. A fan blows 
the vapors up the two pipes 
near his hand—one leads in- 
side the motor; the other into 
the tank. 





(Lower right) The explosion 
inside the motor does not ig- 
nite the surrounding vapor 
because of its explosion-proof 
construction. Here the tester 
fires the mixture surround- 
ing the motor just to show 
the gas is still present. 
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compactly constructed so there is lit- 
tle space into which vapor can seep, 
have casings that snuff out flames be- 
fore they can gct through to the sur 
rounding gasoline fumes or cause 
damage to the motor itself. ‘Thus, 
when a spark is induced inside the 
motor, there is only a minor explosion 
which does nct ignite the highly ex- 
plosive mixture that surrounds it. 
Then, to prove that the surrounding 
mixture is explosive, we ignite it, 
blowing a light cover from the tank.” 
Devised As Wartime Test 


The unique test set-up was devised 
during the war to satisfy the Army Air 


lorces that specially designed explo” 
sion-resistant motors could operate in 
lirplane compartments that had b« 
come gas filled, without causing cx 
plosions that might destroy ships and 
their crews. In combat, gas fumes 
from broken lines and valves fre 
quently seep into compartments of 
plane where they would be ignited by 
the normal sparking of regular-typ< 
motors. 

“Explosion-resistant motors are so 
designed that any openings in_ thi 
shell are very narrow and with paths 
long enough that, in traveling them, 
burning gases are cooled below the 
ignition point and snuffed out,” Mr. 
Braun said. ‘Tolerances of bearings 
and shafts are very close and the few 
openings in the motor shell may be 
zig-zagged in order to make a longer 
path for cooling.” 

To test the efficiency of design of 

(Continued on page 76) 
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GRAYBAR OFFERS WIDEST SELECTION OF LIGHTING 
UNITS AND LAMPS . . . NEWEST TYPES .. . 
SPECIALIZED SERVICE . . . FASTER DELIVERY! 
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NEWS of the INDUSTRY 








Symposium Highlight 
Of Birmingham Meet 


ONE OF THE HIGHLIGHTS of the 


Engineering and Operation Scction 
meeting, of the Southeastern Electric 
Exchange, scheduled to be held in 


Birmingham, Ala., March 14 and 15, 


will be a symposium on the joint use 
of facilities for electric and telephone 
services, including a discussion on 
rural telephone service by carrier cur- 
rents on power distribution circuits. 
Lee E. Cook, of Ebasco Services, 
Inc., New York City, will serve as gen- 
eral chairman for the symposium. 
Others who will participate in the dis 
cussion are Frank A. Cowan, Ameri 
cin Telephone & Telegraph Co., New 
York City; H. J. Scholtz, Common- 
wealth & Southern Corp.; W. H1. 
Jentzen, Southern Bell Tel. & ‘Tel. 
Co., Atlanta; and T. Hl. Mawson, 
Commonwealth and Southern Corp. 
‘Three other sessions are scheduled 
with H. B. Robinson, vice-president, 
Carolina Power & Light Co., presiding. 
The program for the Thursday 
morning session will include: address 
of welcome, by W. M. Rogers, presi- 
cent, Birmingham Electric Co., Bir- 
mingham, Ala.; “Operating Problems 


Confronting Utility Industry,” by E. 
W. Robinson, vice-president, Alabama 
Power Co., Birmingham, Ala.; “New 
Apparatus and Equipment ‘That Can 
Be Applied to Peacetime Utility Op- 
erations,” by Chas. A. Scarlott, editor, 
Westinghouse Engineer, Westing- 
house Electric Corp., Pittsburgh, Pa.; 
and “Industrial Relations,” by Lee 
fill, publisher, McGraw-Hill Publish- 
ing Co., New York City. 

‘Thomas W. Martin, president, Ala- 
bama Power Co., will address the 
group at a luncheon meeting on 
Vhursday. ‘The symposium mention 
cd above will follow. 

The Friday morning program is as 
follows: “Application of Electronics 
te the Utlity Industry,” by S. C. 
Bartlett, Exectrical Enginecring Divi 
sion, Amevican Gas & Electric Service 
Corp., New York City; “ACSR and 
Salt Atmosphere Corrosion,” by M. 
I). Noyes, manager, Electrical Conduc 
tor Sales, Aluminum Company of 
America, Pittsburgh, Pa.; “Rehabili 
tation of Distribution System Follow 
ing Storm,” by P. J. Carlin, superin 
tendent of distribution, Florida Power 
& Light Co., Miami, Fla.; and “A 
Unique Oilless Switchgear Design,” 
by T. G. A. Sillers, electrical engineer, 





SOUTHERNERS SEE HOUSEWARES—Snapped in front of one of the ex- 
hibits of the recent Housewares Show of Chicago are (left to right) W. W. 
Ford, Chattanooga distributor {for Bendix Home Appliances; C. D. Mitchell, 
southeastern regional sales manager for the appliance company; William 
Swing, sales manager for Birmingham Electric Battery Company, distributor; 
and C. E. Barnickel, south central division sales manager for Bendix Home 
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Appliances. 
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Manufacturing Co., 


Allis-Chalmers 
Milwaukee, Wis. 
The program for the concluding 
session Friday afternoon is as follows 
“Preferred KVA Ratings on Distribu 


tion Transformers,” by O. B. Falls 
Power Distribution Engineering Divi 
sion, General Electric Co., Schenec 
tady, N. Y.; “Adequate Distribution 
Planning for Future Load Growth, 
by Chase Hutchinson, Ebasco Sery 
ices Inc., New York City; and a round 
table discussion period for questions 
as may be submitted from floor 


What’s New in Lighting 
Full Program Announced 


A FULL PARADE of “What’s New 
in Lighting” plus a conference pro 
gram studded with many of lighting 
industry’s outstanding authorities on 
engineering, contracting, installation 
and merchandising, is assured visitors 
to the International Lighting Exposi 
tion, April 25-30, at the Stevens Ho 
tel, Chicago. 

With the announcement of 
complete sellout of Exposition spac« 
assuring visitors of a complete view- 
ing of ‘““What’s New in Lighting,” as 
portrayed by some 70 producers of 
commercial and industrial lighting 
equipment, lamps and allied products 
comes also the announcement by Ru 
dolph W. Staud, program chairman 
of the complete program of subjects 
and speakers for the conference ses 
sions. These conferences are to be 
held the mornings of Friday. Satur 
day, Monday, and Tuesday, April 26, 
27, 29, 30. Exposition will be open 
12 noon to 6:00 p.m. Friday, Satur- 
day, Sunday, Monday, and ‘Tuesda 
April 26-30, with a preview for elec- 
trical wholesalers on Thursday afte 
noon, April 25. 

The speakers and subjects for the 
morning conferences will be as f 
lows: 

April 26—Forum on New Lighting 
Trends and Methods. ‘““What’s Ahead 
in Industrial and Commercial Light 
ing,” by S. B. Williams, editor, Elec 
trical World; “Some Fundamentals of 
Good Lighting,” by Ward Harrison 
director, Engineering Division, Gen 
eral Electric Lamp Department, 
Cleveland; and “Lighting Research 
and the Future,” by Samuel G. Hib- 
ben, director of applied lighting. 
Westinghouse Electric Corp., Bloom- 
field. 

April 27 —Lighting Sales Forum 
(Continued on page 62) 
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SERVICE 
CONNECTORS 


All Types and Sizes. Yoke-and-Nut Type from No. 10 to 1,000,000. Also Service 
Entrance Connectors, Service Post and special connectors, in widest variety. 


Penn-Union Service Connectors have accurate 
machine-cut threads, and carefully chamfered edges 
—do not catch in lineman’s gloves. 

Durable—re-usable over and over. Fully approved 
by the highest authorities in the utility field, for the 


most exacting service. 


L. MORRIS LANDERS 


315 Walton Building 
ATLANTA, GA. 


Penn-Union also makes a complete line of Tee Con- 
nectors, Cable Taps; Straight, Parallel, Elbow and 
Cross Connectors; Bus Supports, Clamps, Spacers; 
Grounding Clamps, Terminal Lugs, etc., etc. 

Leading users have found that “Penn-Union” on 
a fitting is their best guarantee of Dependability. 


WALTER J. HUEMMER 


Dallas Transfer & Term. Wareh. Bldg. 
DALLAS, TEX. 


PENN-UNION ELECTRIC CORPORATION, ERIE, PA. 
THE COMPLETE LINE OF CONDUCTOR FITTINGS 


PENN-UNION | 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 





101—Industrial Brush Catalog. Catalog No. 95, a new publica- 
tion on industrial brushes, is now ready for distribution, the Hel- 
wig Company, 2544 North 30th St., Milwaukee 10, Wis., has 
announced. ‘This catalog gives a complete description and char- 
acteristics of the various grades and styles of carbon brushes 
available. 


102—Booklet on Mill Equpment. Slasher drives, lint-free 
motors, loom motors, and other electrical equipment for tie 
textile industry are described in a new booklet (B-3466) an- 
nounced by the Westinghouse Electric Corporation, Box 86%, 
Pittsburgh 30, Pa. The 20-page illustrated booklet pictures ac- 
tual installations of horizontal and vertical motor drives for open- 
ers, pickers, and cards. Specially designed lint-free motors fer 
maximum production from spinning fra:nes are discussed. 


103—Lighting and Control Equipment. A concise treatment 
of “Engineered Lighting and Control Equipment” is covered in 4 
recently cabtideed 8-page catalog, Number 945, by the Hub 
Electric Company, 229 W. Grand Ave., Chicago 12, Il]. Photo- 
graphs and detail drawings amplify the text; specifications and 
engineering details are also included. The primary puipose of 
the pamphlet is to offer the architect, consulting engineer, light 
ing consultant, electrical contractor, and electrical jobber a con 
densed coverage of the field. 


104—AmerTran Price Folder. An up-to-date price list of Amer- 
Tran ballasts for fluorescent lighting has been published in folder 
form by the American Transformer Company, 178 Emmet 
Street, Newark 5, New fersey. 


105—Sealedpower Motors. A four-page bulletin just issued by 
the Crocker-Wheeler Division of Joshua Hendy Iron Works, 
Ampere, N. J., describes the company’s Sealedpower motor. An 
exclusive design, the Sealedpower motor was developed for use in 
dusty locations, in places where there is excessive moisture, and 
for all applications where the conventional alternating-current, 
totally enclosed, fan-cooled motor has been used in the past. It 
is available in sizes from 2 hp. to 15 hp. 


106—Marion Instrument Catalog. Marion Electricai Instru- 
ment Company of Manchester, N. H., announced a short time 
ago that their new comprehensive catalog was to become avail- 
able on or about January 15, 1945. This 28-page book illustrates 
and describes the Maron line of standard and hermetically sealed 
electrical indicating instruments. 


107—Thermocouple Bulletin. The Wheelco Instruments Co., 
of Chicago, has just issued a 32-page bulletin, No. S2-6, which 
gives information on selection of proper thermocouples and in- 
stallation aids, describes and lists prices and recommendations on 
thermocouples, thermocouple wire, lead wire, plug and socket 
assemblies, etc. 


108—Constant Voltage Transformers. A new bulletin, “Elec 
tnval Power, Disciplined,” just released by Sola Electric Com- 
pany, contains a complete discussion of the construction and 
operating theory of the constant voltage transformer, engineering 
and operating data, a survey of line conditions that make constant 
voltage transformers necessary, and a section devoted to new 
developments resulting from the company’s war-time experience. 
The catalog section lists 31 standard types in capacities ranging 
from 15VA to 10,000VA with complete electrical and mechani- 
cal specifications. 





ELECTRICAL SOUTH, 
1020 Grant Building, 
Atlanta 3, Ga. 
Gentlemen: 
Please send me information indicated below. 
(Circle numbers of publications desired.) 
March, 1946 
101 102 103 104 105 
107 108 
(Print Plainly) 
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ATLANTA SERV, 
SI 


Like the <= 
hub ofa = 


From Atlanta...like the spokes of a wheel...rail, 

plane and motor transport facilities radiate to put 

you in closer contact with the Southeast’s outstand- 

ing marketing center...no service center in the 
South has equal direct connections with as great a 
local, as well as national, area. Atlanta does business 
with the nation, but foremost it serves the Southeast. 
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(Continued from page 58) 
for Electrical Contractors. ‘“‘A Pro- 
gram for Developing More Lighting 
Sales,” by W. H. Robinson, manager, 
Advertising Division, General Electric 
Lamp Department, Cleveland; “Fluo- 
rescent Lighting Maintenance as a 
Basis for Increasing Sales,” by Hairis 
Reinhardt, manager, Commercial En- 
gineering Dept., Sylvania Electric 
Products, Inc., Salem, Mass.; “‘Prac- 
tical Sales Methods for the Ilectrical 
Contractor,” by S. C. Sachs, S. C. 
Sachs Co., St. Louis, Mo. 

April 29—Lighting Industry Round 
Table. ‘What New Methods and 
Materials for ‘Technical and Sales 
Tiaining Are now or Will Be Avail- 
able?”” Participants in this discus- 
son will include leading representa 
tives of manufacturers, wholesalers, 
contractors, lighting and power com- 
panies, and electrical associations. 

April 30—Forum on Lighting Serv- 
ice and Lighting Application. “How 
a Utility Lighting Program Can Im- 
prove Public Relations and Build 
Customer Goodwill,” by I. L. Illing. 
assistant sales manager, Wisconsin 
Electric Power Co.; H. A. Stroud, 
sales promotion manager, Mononga 
hela Power Co.; and R. W. Butts, 
lighting director, Ohio Public Service 
Co.; “How Manufacturers’ Data 
Sheets and Specification Sheets May 
Be More Effectively Used in a Light- 
ing Program,” by A. A. Brainerd, il- 
luminating engineer, Philadelphia 
Electric Co., J. J. Oberhausen, illumi- 
nating engineer, Commonwealth Edi- 
son Co.; H. P. Steele, vice-president, 
Benjamin Electric Mfg. Co., and W. 
P. Lowell, Jr., chief engineer, Light- 
ing Fixture Division, Sylvania Electric 
Products, Inc.; and “The Trends in 
Lighting Equipment Design and 
Lighting Practice As Revealed by the 
Exhibits at the Exposition,” by Mar- 
shall N. Waterman, Electrical Test- 
ing Laboratories, Inc., New York, and 
B. J. Jensen, Public Service Electric 
and Gas Co., Newark, N. J. 


How-To-Use-It Contest 
Judges Are Selected 


THe WiremMoip Company, Hart- 
ford, have been successful in securing 
four men well known in the electrical 
industry to act as judges of material 
submitted in their How-To-Use-It 
Contest. They are Laurence W. 
Davis, general manager, National Elec- 
trical Contractors Association; S. J. 
O’Brien, president, Electrical and Gas 
Association of New York; O. Fred 
Rost, editor and publisher, Whole- 
saler’s Salesman; and Victor H. 
Tousley, electrical field engineer, Na- 
tinoal Fire Protection Association, and 
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CREDIT COMPANY HEADS BRIEF REPRESENTATIVES—Commercial 
Credit’s top command briefed a countrywide representation of over 50 
divisional and regional managers at a meeting recently in Baltimore, as 
the company went into high gear to regain a leading share of the nation’s 
postwar installment buying. Reading from left to right (standing) are 
H. B. Mathews, vice-president; H. L. Wynegar, president; E. C. Ware- 
heim; executive vice-president; and W. B. Wylie. vice-president. 


secretary-treasurer of [AET. 

The contest which is open to all 
electrical contractors and maintenance 
men and which will close March 31, 
calls for layout data, photographs, 
sketches, and detailed description of 
any Wiremold installation, large or 
small, in any type of building. 

Awards will be made for those in- 
stallations judged as showing busincss- 
building possibilities in a wide field, 
as well as good judgment in the selec- 
tion and use of Wiremold products. 


Ark. Proposes Change 
In Co-Op Regulations 


AN ORDER proposing to make Ar- 
kansas rural electric co-operatives sub- 
ject to regulations applicable to pri- 
vate utilities in development of rural 


areas and construction lines was set for 


hearing in February by the Arkansas 
Public Service Commission. 

The proposed revisions would re 
quire that co-operatives, now exempt 
fiom these regulations, secure certifi- 
cates of convenience and _necessitv 
fiom the commission for construction 
or extension of lines and file reports 
on progress 0? the proposed develop- 
ment and constructions. 

Commission Chairman Charles C. 
Wine said the revisions are necessary 
because preserit regulations were draft 
ed in April, 1937, when electric co- 
operatives and the overall rural electri- 
fication plan were in the formative ra- 
ther than the operative state. 
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“Chief purpose of the proposed re 
vision is to provide clectric service te 
the maximum number of rural cus 
tomers as is economically feasible, re 
gardless of whether the territory in 
volved has been allocated to a co 
operative or private utility,” he said 
“We cannot accomplish this without 
additional information from the co 
operative concerning construction and 
development in their areas.” 

Mr. Wine said that reports on line 
construction and extensions, now re- 
quired from private utilities, would 
enable the department to investigate 
service complaints from rural custom 
ers. At present, the only method of 
checking complaints requires a physic 
al survey by the department, which en 
tails considerable expense, he said 


Ark. Rural Co-Ops 
Plan Super System 


ARKANSAS electric co-operatives arc 
preparing to quit buying power from 
private utilities and join a $220,000, 
000 REA-financed group that would 
distribute government-produced enet 
gy over a network of its own lines. 

The plan was learned after a mect 
ing of Arkansas State Electric Co-op 
erative Corporation officials in Littl 
Rock recently. 

T. E. Bostick, of Augusta, presi 
dent of the corporation, issued a onc 
sentence statement saying: “A reso 
lution was adopted favoring the con 
struction of a transmission system to 
serve the co-ops and municipal plants 












in the state.” 

Co-operatives in Arkansas, Oklaho 
ma and Missouri would be involved 
in the project. Power would be ob- 
tained from government-built multi 
purpose dams at Norfolk, Grand River, 
ond elsewhere in the area, and distrib- 
uted over a great system of lines that 
ssociation officials hope will serve 
most rural areas of the three states. 

The present 18 co-operatives and 
two proposed co-ops would be assoc 
ated in the Arkansas project. 

The courts have held the Ark-La 
is a utility and not a co-operative, and 
s subject to regulation by the state 
Public Service Commission. But Mr. 
Bostick said the co-op would not be 
subject to this regulation after its in- 
clusion in the new propject. 


Fulwiler & Chapman 
Open New Warehouse 


FuLwiLter & Chapman have an 
uounced the opening of a warehouse 
and office at 328 Lafayette St., New 
Orleans, La., with Dave N. Long, as 
manager. 

Mr. Long states that the office and 
warehouse is now ready to serve the 
jobbers in the surrounding territory of 
New Orleans with a warchouse stock 
of Collyer Insulated Wire Co., Fed- 
eral Electric Products Co., Fullman 
Mfg. Co., Handscraft Co., and other 


] 
nes. 


Expenditures Approved 
For Alabama Power Co. 


Cue Boarp of Directors of Alaba 
ma Power Company recently approved 
construction expenditures of over cight 
million dollars for 1946 to be expend- 
ed for improvements, replacements, 
and extensions. Of this amount, over 
four million dollars will be for rural 
electric lines and associated facilities 
to be built this year. By the end of 
1946, the company hopes to have 
built approximately 3,200 miles of 
new rural electric lines. ‘This figure 
includes those built the latter halt of 
1945. 

Thomas W. Martin, president of 
Alabama Power Company, stated that 
it will continue the joint experiment 
with the Southern Bell Telephone and 
Telegraph Company relative to rural 
telephone service. 

The power company 1946 budget 
piovides for the purchase of various 
new equipment to be installed at gen- 
erating plants, a number of new sub- 
stations to increase capacities where 
needed, and the construction of other 
facilities to serve the increasing elec- 
trical needs of industrial, commercial, 
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> 


fascinate me, Sir * 


—SHE SAID 


“TELL ME MORE ABOUT 


STANDS on its own ES 


ws HEAT 


FRom Toe 10 8 


gp SELECTOR FABRIC iy 


THE IRON THAT LIFTS ITSELF.” 


“Try and Stop me” —says I. “Lady—just think. No lifting. 
No tilting. No twisting. No more extra work for those little 
wrists—you'll just flick the little red button—and presto! 
—the Proctor Never-Lift lifts itself. Comes to rest on its 
own legs till you want to use it again. Then—just press 
the handle—and back pop the legs, neatly out of the way. 


“Pardon the pun,” I continued —“but according to labo- 
ratory tests the Never-Lift is number one on the Heat 
Parade. It’s got just about perfect heat distribution. Never 
breaks out in spots. No COLD SPOTS to slow you down 
with drag and wrinkling. No HOT SPOTS to cause scorch- 
ing. Irons smoother, faster, more efficiently. 


“Take your time—when you iron with a Never-Lift. The 
Speed Selector Fabric Dial adjusts the iron temperature for 
your personal ironing speed as well as for the fabric. 
You can iron fast or slow ... still get the proper heat. It’s 
a Proctor First. 


“Proctor really knows its onions—when it comes to irons. Proctor’s been 
a leading contributor in the development of the modern electric iron...a 
pioneer in heat engineering for sixty years. (Every Proctor appliance fea- 
tures the Proctor specialty—precision thermostatic heat eontrol.) That's 
why my advice is—wait for a Never-Lift. It can’t be beat for labor-saving 
features and superior craftsmanship. We’ll have em soon. The big Proctor 
magazine ads will tell you when.” 


“DON'T WORRY, I'M WAITING... AND THANK YOU SIR“ —SHE SAID 


(EWSIMAKER 
IN APPLIANCE 
MERCHANDISING 


Proctor ELectric COMPANY, PHILADELPHIA 40, PENNSYLVANIA 


63 





farm and residential customers. 

Mr. Martin related that although 
the company is re-employing former 
employees as they are released from 
military service the number of former 
cmployees with especially needed skill 
who have been released thus tar is 
sull relatively small. Of more than 
800 employees of the company who 
were in military service only approxi- 
mately 200 have been released to date. 
l'ifteen per cent of the company’s em- 
ployees are now ex-service men. 


North Carolina Co-ops 
Undertake Huge Program 


AWARDING of contracts for the con- 
struction of 2,200 miles rural electric 
lines in North Carolina under the 
Rural Electrification Authority at a 
cost of $2,300,000 has just been an- 
nounced. ‘The project will serve 6,500 
farm homes in 4] countics. 

The contracts were awarded to the 
Rockingham Construction Company 
of Harrisonburg, Va., and Miller Con- 
struction Company of Linton, Ind., 
following a scries of conferences at 
Charlotte between representatives of 
the cooperatives involved and B. O. 
Vannort, of Charlotte, consulting 
engineer. Construction work is sched- 
uled to begin within 30 to 60 days. 


S. C. Power Co. Phans 
Two-Way Radio System 


IN orDER to facilitate the prompt 
1¢storation of service and to expedite 
the sectionalizing and switching of 
lines, the South Carolina Power Com- 
pany proposes to install a two-way I'M 
radio comrnunication system in 
Charleston. This equipment will be 
used to dispatch emergency calls to 
electric service men. This will enable 
the dispatcher to contact the service 
men instantly. 

The company proposes to install a 
250-watt fixed transmitting and re 
ceiving station on space available at 
the new steam plant site about one 
mile north of the city limits. ‘This 
fixed transmitter will be housed in a 
10° x 12’ concrete building and con- 
trolled remotely over telephone wires 
connecting the station to the dispat- 
chers office. It also proposes to install 
twenty-five 50-watt portable mobilc 
two-way sets in automobiles and trucks 
operated by the Electric, Gas and 
‘Transportation Departments. A 50- 
watt portable transmitter and receiver 
has been purchased and can be set up 
at any substation, power plant, or town 
where it may be needed during emer 
gencies. 

During emergencies, such as hurn 
canes, the company has had to rely en- 








HERE THEY COME!—Universal’s first washing machines roll off the pro- 

duction lines at Landers, Frary & Clark, as E. L. “Hoop” Farquharson, sales 

manager of the Home Laundry Division checks over features with Charles 

Paetsch, superintendent of the Ellis Street Plant, and Harry Carlson, foreman. 

Universal washing machines, which have been out of production since 1942 

while Landers, Frary & Clark was manufacturing gun mounts for the Govern- 
ment, will be in dealers hands in quantities soon. 
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tirely upon the telephone system for 
communication and in every case it 
has been seriously delayed in making 
necessary repairs, because telephone 
service was disrupted in various sec 
tions of the city, making it necessary 
for the repair men to drive across thc 
city to the Charlotte Street Steam 
Plant in order to have a circuit breaker 
closed, energizing a circuit. With 
this equipment, the men will be abk 
to talk directly to the load dispatche: 
and to the plant from any point in th« 
city thereby saving valuable time in 
restoring service. 


“Knob and Tube” Jobs 
Allowed in Waco, Tex. 


One of the restrictions in the loca 
electrical code was lifted by the Waco 
‘Lexas, city commission this week t 
allow local contractors to install “kno! 
and tube”’ installations. Guy Robin 
son, city electrical inspector, granted 
permits to several Waco contractors ti 
install this type of work until at suc! 
future time as materials called for in 
clectrical ordinance become availabl 


Rural Information 
Bureau Announced 


THe Farm Electrification Burcau 
activities of which were returned t 
prewar status four months ago with 
the appointment of a new manage! 
cnters the new year with its program 
geared to assist in the dissemination 
of informational material of benefit to 
farm families and all NEMA compan 
ies interested in the vast farm and 
rural market. 

One of the Bureau’s major opera 
tions is the preparation of biweckl; 
releases which emphasize the valuc of 
electrical equipment and appliances 
for farm production purposes and for 
the farm home. ‘These releases 
provided to a constantly expanding 
mailing list which, at present, includes 
a total of 450 newspapers, privat 
power companics, trade associations, 
Chambers of Commerce and REA co 
operatives located in every state in t! 
Union and Canada. ‘Typical of thic 
subjects covered are those shown 
the accompanying illustrations. 

The Bureau, also, has prepared s 
cial articles on farm electrificatiot 
which have been accepted by the fol 
lowing national farm and merchandis 
ing magazines: “Country Gentle 
man,” “Co-op Power,” “Retailing” 
and “Hoard’s Dairyman.” In addi 
tion, another article has been accepted 
by a newspaper farm feature organiza 
tion for use in the 5,000 publications 
it serves. Other farm electrification 
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features have been scheduled for prep- ’ 
ration by the Bureau this year for 

publication in similar media. { 
~ The Bureau co-operates with all or- 
canizations interested in further:ng 
(.rm electrification through providing 
them with informational material on 
he utilization of electrical products. 


FOR FOOL-PROOF SAFETY EVERY TIME 
IN CUTTING MOTORS FROM THE LINE, 
THIS FEDERAL RELAY DOES THE TRICK 


WITH THOSE WHO KNOW— 
IT’S BOUND TO CLICK! 


Georgia Power Company 
Votes $10,500,000 Plan 


A CONSTRUCTION program for 
1946, involving expenditures to total 
more than $10,500,000, has been ap- 
sroved by the directors of the Georgia 
Power Company, it was announced 

ecntly by W. E. Mitchell, president 
f the company. 

[hroughout the area served by the 
Power Company, electric transmission 

d distribution facilities will be ex 
y»inded so as to serve more than 
15,000 new customers. The com- 

iny plans to build 85 miles of new 
iigh-tension transmission lines, 925 

distribution lines, and 43 new 

ower substations. In addition, the 

pacity of 116 other substations is to 

increased. Service will be extended 

to new customers as rapidly as the 

iailability of materials and manpower 
yermits. 

The program will include con- 
struction of about 650 miles of new 
ural electric lines to serve more than 
3,300 farm customers. 


FEDERAL 
OVERLOAD RELAYS 


STANDARD EQUIPMENT ON 


R. P. MeDavid & Co. 

Have Anniversary Meet 
DESIGNED FOR 
AUTOMATIC OR 
MANUAL RESET 


Osservinc their twelfth anniver- 

sary, R. P. McDavid & Co. held open 
use in their new show rooms, 1630 
d Avenue, North, Birmingham; 
.. on February 11. 


MAGNETIC 
MOTOR STARTERS 
\ special attraction was the showing 


{ the complete Rose Bow] film of the Wherever overload protection is 
\labama-Southern California New needed .. . whether on new or 
existing installations . . . Federal’s 
Overload Relays will provide the 
“plus-margin” of dependability gen- 
erally associated with Federal prod- 
ucts. Naturally, these relays are built 


Diagram shown above 
illustrates Plunger 
(arrow) set for 
“automatic” reset. 


car’s game. 

Products on display included RCA 
Victor radios, RCA victrolas, Victor 
nd Bluebird records, Coolerator elec- 

refrigerators, Coolerator ice refrig- 
itors, Coolerator home freezers, 


« H electric ranges, L & H electric 
vater heaters, Eureka vacuum cleaners, 

reka cordless electric irons, Bird 
floor covering, Schick electric razors, 
ABC washers, ABC ironers, ABC-O- 
\latic, Everhot roasters, Everhot heat- 
crs, Everhot appliances, Samson ap- 
pliances, Proctor appliances, Silex 
coffee makers, Silex irons, New Home 
sewing machines, Telechron clocks, 
Robbins and Myers fans, Hobart food 
mixer, Rex attic fans, Rex water heat- 
ers, Vorando fans, and Sepco water 
heaters. 
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into Federal Noark Magnetic Starters 
... but remember, too, that they’re 
available for your special appli- 
cations. Federal Overload Relays 
provide conveniently located load 
and control circuit terminals, often 
making additional terminal blocks 
unnecessary. 


Plunger is set 
for “hand” reset 
in above diagram. 
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FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 
EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. + PLANTS: HARTFORD, CONN. - NEWARK, NJ 






















































— —— ta, Ga., as sales representative in the ‘ 
major appliance division. Recently dis- 
News About People Pale ‘es serving as a major in 
the United States Army, Mr. Buchan- “ 
; an was formerly connected with the \ 
Howard J. Wilson, sales training Georgia Power Company. He attended 5 
director of the Georgia Power Com- the Georgia School of ‘Technology, 1 
pany, Atlanta, has been promoted to in Atlanta, Ga. In his new position, 
assistant merchandise manager, and Mr. Buchanan will represent Landers, 
William Retzbach, former Peachtre¢ Frary & Clark in Georgia and Florida of 
Store manager who has just returned a em 
to the Company after three years in Appointment of Carl FE. Nagel as ch 
the Army Air Forces, has becn named manager of Westinghouse Editorial sD 
to fill the position vacated by Mr Service has been announced by na 
Wilson, according to an announce- Charles A. Searlott, manager of Engi- 
ment by Charles A. Collier, vice-presi neering Publications of the Westing cit 
dent in charge of sales. house Electric Corporation,  Pitts- — De 
Mr. Wilson joined the company as burgh, Pa. is or 
a Main Store salesman in April, 1929. Mr. Nagel, a recently discharged a rk 
In April, 1936, he was made Atlanta veteran of World War II, will be re- a i iste - , aS ; " yew De 
Division senior salesman, 4 position sponsible for the company’s technical mag deve Aan yee ‘siete Ang aS 
he held until October, 1937, when he and trade magazine articles. 1c Was a C€ arector ee eens i 
left the company to manage the elec- Mr. Ranson will represent not ont a 
tric and gas appliance department of the Weston corporation but Clark Ele 
an Atlanta department store. Mr. Controller Company, E. B. Methew ag 
Wilson returned to the Georgia son Company, Phillips Control Cor- “a 
Power Company in May, 1939, as a poration, and Donald P. Mossman 
salesman on the Walton Street sales Inc.. all electrical manufacturers. . I 
floor. In July, 1939, he was made * den 
sales training director. During the wi s1SS! 
he disected = Sumer dhe D. M. Oglesby has been appointed! resi 
Training Program. Atlanta district sales manager of the tive 
. Premier Vacuum Cleaner Division 700 
te: = . General Electric Company. hea 
V. A. Griffin, recently discharged R. B. Wilson, manager of the Pre Bro 
from the Navy, has become associated mier Division, announced the appoint Pow 
with E. J. Camos Company, of 1706 ment, nou 
Olive St., St. Louis, Mo., manufac- Serving six southeastern mes 
turers’ representatives, according to North and South Carolina, Georgia A 
announcement by Mr. Camos. Mr Florida, Alabama, and rennessee, Mr Jack 
Griffin will assist in calling on job- Carl E. Nagel Oglesby will operate a Premier Servic divis 
bers and distributors and conduct Station - connection with the Sales ‘10, 
some missionary work. After graduating from Stanford District office in Atlanta, offering ELE 
Meee University in Engineering and Eco- both parts and service for all vacuum sor, 
nomics in 1937, Mr. Nagel worked cleaners. ae powe 
B. C. Neece, vice-president in successively for James McCreery Com- —— powe 
charge of sales at Landers, Frary & pany and the Champlain Division of J. N. Parsons, recently discharged tral 
Clark announces the appointment of the Interchemical Corporation. Mtr. from the Navy, has joined the sale Re 
Charles Edward Buchanan, of Atlan- Nagel joined WW estinghouse Editorial staff of B. M. Vaughn & Co., manu oint 
Service in 1941] and continued in that facturers’ agents, Houston, Texas. Hi and | 
activity until granted a leave of ab- hiviti¢ 
sence in 1943 to enter the Navy. Pearc 
x oe * : in th 
Weston Electrical Instrument Cor- 1 2 so 
poration of Newark, N. J., has ap- ; hate 
pointed Russell Ranson, 11612 East ‘ one 
Fourth Street, Charlotte 2, N. C., as _ the vz 
sales representative for Virginia, Ee 
North Carolina and South Carolina. ’ 
Following his graduation in electri- Ger 
cal engineering from Duke University ote 
clectri 


in 1931, Mr. Ranson was with Gen- 
eral Electric Company three years. ‘3 : 
Then he spent five years as a mem- ot rf W. 
ber of Duke University’s electrical pany, 
department staff, and worked a time - : waukee 
for the Duke Power Company. The 4 GC. Bo 
last six years Mr. Ranson has been ' i in Atla 
with the Clark Controller Company, ———— a. ters are 


C. E. Buchanan at Cleveland, first as development en- J. N. Parsons E, Atl 
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is a graduate of Texas University, 
member of American Chemical So- 
ciety, and American Society of Chem- 
ical Engineers. His territory with B. 
M. Vaughn & Co., will be Houston, 
South ‘Texas, and a portion of East 
Texas. 
x ke & 

Thomas W. (Tom) Bowry, veteran 
of almost 58 years’ service in the city 
government of Richmond, Va., and 
chief of the Bureau of Electrical In- 
spection for many years, has retired 
from the city service. 

Mr. Bowry began work with the 
city government in 1888, in the Fire 
Department, and from 1909 until the 
present time was connected with the 
Electrical Inspection Bureau in the 
Department of Public Utilities, first 
as a lineman and later as chief of the 
bureau. He has served as president 
of the International Association of 
Electrical Inspectors, and as_presi- 
dent of the Southern Section, IAF I. 


Henry B. Sargent, former vice-presi- 
dent and general manager of the Mis- 
sissippi Power and Light Company, 
resigned March 1, to become execu- 
tive vice-president of the Central Ari- 
zona Light and Power Company with 
headquarters at Phoenix, Rex I. 
Brown, president of the Mississippi 
Power and Light Company, has an- 
nounced. 


Announcement has been made by 
Jackson P. Dick, vice-president and 
division manager of the Atlanta Divi- 
ion, Georgia Power Company, that 
E. Fay Pearce, division sales supervi- 
sor, has been appointed supervisor of 
power sales. He has charge of all 
power and steam heat sales to indus- 
trial and commercial customers. 

Robert Wardle, Jr., has been ap- 
pointed supervisor of sales promotion 
and will have charge of all sales ac- 
tivities except those delegated to Mr. 
Pearce. This division of responsibility 
in the Sales Department was felt to 
be necessary because of the greatly 
increased amount of the new business 
budget in 1946 and in order that 
more supervision can be directed to 
the various activities. 

a * uk 

General Cable announces the ap- 
pointment of Allen D. Pettee as chief 
clectrical engineer of the corporation. 

36 x x 


W. O. Helwig, of the Helwig Com- 
pany, 2544 North Thirtieth St., Mil- 
Waukee 10, Wis., announces that S. 
G. Boyd will handle the Helwig line 
in Atlanta, Ga. Mr. Boyd’s headquar- 
ters are at 1277 Cumberland Rd., N 
E., Atlanta. 
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LONG SERVICE 
ON TOUGH JOBS 


CRESCORD comprises two, 
three or four flexible cop- 
per conductors, with color- 
coded, heat-resisting, rub- 
ber insulation under a 
tough, synthetic rubber 
jacket. It is flexible, highly 
resistant to abrasion, crush- 
ing, cutting, water, weath- 
er and sunlight. 


Type S. CRESCORD has a heavy 
jacket for maximum life on 
portable drills, tools and indus- 


trial equipment. 


Type S] CRESCORD has a light- 
er jacket for use on household 
and office appliances. It is made 
in sizes No. 18 and No. 16 


AWG only. 


Type SV CRESCORD is a small, light, extremely flexible cord for 
use on household vacuum cleaners. It is made in Size No. 18 AWG only. 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


ATLANTA, GA., Edgar E. 
NEW ORLEANS, LA., Paul 


Dawes, 
Hogan, 


401-402 Rhodes Building 
Jr., 305 Levert Building 


RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 











Spot News from the South 





Mobile, Ala.—Sokol’s l'urniture and 
Clothing Company has opened an 
electrical appliance department. 

x x x 


Chickasaw, Ala. — Chickasaw Hard- 
ware & Appliance Company, owned 
by McElroy and Martin and man- 
aged by N. A. Gewin, opened Feb- 
ruary 1. 

* * x 

Moble, Ala.—Swan Hardware Com- 

pany, Ernest Swan, owner, 1304 


Spring Hill Ave., is a new firm that 
will handle electric appliances. 
x 


* * 

Prichard, Ala.—Lucas Electric Servy- 
ice handling sales, repairs and wiring, 
is a new firm headed by Ed Holloway. 

* * * 

Birmingham, Ala.—The Rural Elec- 
trification Administration has ap 
proved a $130,000 loan for the Black 
Warrior Electric Co-operative, at De- 
mopolis, Ala., according to word re- 
ceived here from Senators Bankhead 
and Hill, of Alabama. ‘The loan, Rep- 
resentative Boykin, of Alabama, said, 
will be used for line construction. 


* 
7% 


De Queen, Ark.—Major H. B. Car- 
ruth, while on terminal Ieave from 
the U. S. Army Engineers, joined the 
staff of Southwestern Gas and Electric 
Co., division offices in De Queen, as 
distribution engineer. He will assist 
D). B. Jamison, division engineer. 

* * 4 

Pine Bluff, Ark.—‘The Jefferson 
Electric Company, formerly known as 
the Jefferson Electrical Machinery 
Company, at 122 East Fifteenth, will 
open a retail electrical appliance store 
at 417 Main, it was announced re- 
cently by C. E. Jones, general mau- 
ager. ‘The building is now being com- 
pletely remodeled, with fixtures and 
equipment of the latest design, and a 
modern front. A complete line of 
electrical appliances will be handled, 
including refrigerators, radios, deep- 
freeze lockers, air conditioning and 
heating equipment, commercial _ re- 
frigeration, and laundry equipment. 

* * x 


Jacksonville, Fla.—The Olin F. 
Wolfe Company, located at 32-34 
West Bay St., has been appointed 
franchise dealer for Westinghouse ap- 
pliances, according to an announce- 
ment by Olin F. Wolfe, president of 
the firm. Mr. Wolfe has been en- 
gaged in the electrical appliance busi- 
ness for the past 12 years. 

ae * * 

Pensacola, Fla.—Gilmore’s were 

scheduled to move into their new 


68 


quarters at 14-16 N. Palafox St., 
March 1, according to M. G. Gil- 
more. The firm has been in tempora- 
ry quarters following a disastrous fire 
last fall. Mr. Gilmore states that the 
firm will have twice the space as be- 
fore, and will continue to handle 
electrical, gas and household appli- 
ances, furniture and jewelry. 
x * x 

Milledyeville, Ga.—A reduction in 
the monthly minimum rate from 
$2.00 te $1.00 has been announced by 
the Tri-County Electric Membership 
Corporation. Frank T. Denham, pres 
ident, stated that the cooperative is 
five years old, and according to ofti- 
cial figures, has just completed its 
most successful year. The Co-op is 
in sound financial condition and as 
the profits accumulate they will be 
refunded to the members through 
rate reductions. 

Mrs. George T’. Stallings, of Had- 
dock, has resigned from the Board of 
Directors, and her son, George ‘T. 
Stallings, was appointed to fill her un- 
expired term. 

Plans have been approved to ex 
pand, and lines will be extended intc 
Jones, Putnam, Baldwin, — Jasper, 
‘Twiggs, and Wilkinson counties. 

Bad * xe 

Atlanta, Ga.—More than 500 deal- 
ers from over the state attended the 
preview of the 1946 Zenith radio line 
held here recently. H. E. Giles, dis- 
trict merchandise manager of the 
Graybar Electric Company, and F. F. 


Lindgren, district manager of the 
Zenith Radio Corp., conducted the 
display. Other officials greeting the 
dealers were A. D. Hammond, South- 
ern district manager; J. A. Perreault, 
district credit manager; C. H. Mcl'ce, 
district operating manager, all of the 
Graybar Electric Co. 
3K * * 

Camilla, Ga.—Thirty thousand dol- 
lars has been allotted to build office 
quarters and warehouse storage space 
for Mitchell County’s REA, H. 3B 
Connell, manager, announced receut- 
ly. The Mitchell County REA sells 
electric energy to farmers in 10 South 
west Georgia counties, and has been 
located in rented quarters in the bus: 
ness section here. The office build- 
ing, garage, and warehouse will be 
constructed on a lot several miels from 
Camilla, approximately 800 feet from 
the Bainbridge highway and Hav- 
thorne ‘Trail intersection. 

% He * 

Lawrence, Ks.—Specializing in cle 
tric wiring, A. E. Parks has opencd « 
new business in the Robinson build- 
ing on the west side of Main St.. and 
will handle all electrical appliances, 
radios, refrigerators, and furnaces. 


ad xe 


Manhattan, Ks.— Dodd Electric 
Store has been opened at 1123 Moro 
in Aggieville, by Melvin E.. Dodd, vet 
eran. The firm will handle household 
appliances, including _ refrigerators, 
radios, washing machines, sweepers, 
clectric blankets, and ranges. I'm- 
ployees include L. O. Beatty, super 
viser of the repair shop, and Roy 
Blood and George Aspley, both cx- 
servicemen. 





























New home of the Radio & Refrigeration Service Co., owned by J. A. Robert- 
son, 455 Broad Street, Mobile, Ala. Plenty of room for head-in parking off 
the street is a valuable feature. The front will be devoted to display of 
electrical appliances when they are available. Service shop is in the rear. Mr. 
Robertson said the entire building will be air conditioned. 
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Topeka, Ks.—James and Jack ‘Tay- 
lor have entered the electrical retail 
ficid with a new store at 1004 North 
Kansas Ave. They will carry a com- 
plete line of appliances and will also 
maintain two service departments, one 
for radios in charge of Earl Wyatt, 
and one for all other types of home 
appliances, managed by ‘Tom Levett. 


New Orleans, La.—A new service 
to assist prospective home-owners and 
home-remodelers has been announced 
by Sears-Roebuck’s New Orleans 
store. The service consists of a free 
advice bureau, tendering expert ideas 
upon request, and an expediting sery- 
ice which helps Sears’ customers ap- 
ply for and secure scarce materials and 
FHA loans. 

Covered by the service is advice and 
help on matters of repainting, redeco- 
rating, reroofing, room addition, in- 
stalling attic ventilation, air condi- 
tioning, new electric wiring and fix- 
tures, and plumbing. 

H. A. Marsh is in charge of the 
Sears’ service. Its headquarters is in 
the New Orleans store’s basement. 

x x * 

New Orleans, La.—A_ warehouse 
expansion—to the tune of $150,000— 
tied to a projected selling expansion 
in which 100 additional dealers 
throughout the South will be fran- 
chised, has been announced by Per- 
cival Stern, president of Interstate 
Electric Co., and the Dixie Auto-Lec 
chain of hardware, auto supply, sport- 
ing goods, appliance, and toy retail 
stores. 

As wholesaler, Interstate Electric 
Co. handles a variety of “novelty”, 
appliance, and hardware merchandise. | 
As retail chain, the Dixie Auto-Lec ELECTRIC RANGE UNITS 
stores cover 100 spots in Southern 
states. They will shortly be doubled 
in number, according to the new sell 
ing blueprint. : } 

The warehouse comprises 90,000 You gm map peotes with de GRIER Sint. “1 Here are your 
square feet, and is located at Howard roost = ran * waene non ae Saar e e 

i aed Souths Pebecs Ghecsts these three famous units: Selling Points! 
a 


\ 





e TRIANGULAR—for maximum speed and long life. 


Jackson, Miss. — Announcement is e SUPERSPEED—for finest black heat cooking. °e FAST 


made that the Shelby Electric Com- e HEATFLO—the best in the low price field 
any will now operate ame ‘ EASY TO CLEAN 
. Power a ome "Th : Inexpensive Adaptor Rings insure perfect fit. Quicker 
company was recently b ht b ‘— : servicing with low cost inventory. Customer satis- ECONOMICAL 
Dice eee en faction every time. Write for details and data CF-145 
vell Ogden and James E. Smith, who and L-1023. LONG LIFE 
started the business in 1940 and op- 
erated under Shelby Electric Co. The 


| ‘ame type of business will be done 
} with the same personnel. ove rtacr caccped ood Yat wgplacembnls 


a6 36 6 


} _ Picayune, Miss. — Haller Radio .& ( | ) | V \ 

} Furniture Company, 306 Canal Cit R NA [A\LOX 
Street, headed by M. Haller, will han- vin 
dle clectric ranges, washing machines, means ‘ELECTRIC cooking at its best’’ 


, sweepers, refrigerators and 
other stic ¢ - . 
domestic appliances. EDWIN L. WIEGAND COMPANY + 7600 Thomas Bivd., Pittsburgh 8, Pa. 
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Jamesport, Mo. — Walter Herr has 
announced that he will open a home 


1 


2 = , appliance and electrical shop to be 
u yers re ere n ce ses known as Herr’s Home Appliance and 
~ Electric Shop. He will handle all 
kinds of home appliances and will also 
a rae, 2 . | | conduct a service shop to do electrical 
ro j t ee Fa 4 | work of all kinds. Mr. Herr was with 
ie r) Be Ss the ; the Middle States Telephone Com. 

pany for 17 years. 

x “ 


Maker sees ’ pe ) , | El Dorado Springs, Mo.—A_ jc 


electrical store to be known as 
Wallace Electric Co. has been opened 
in the Dr. J. R. Williams building on 
West Spring Street. The store will b 
operated by Jim Wallace, electrician, 
who will be prepared to render all 
kinds of electrical work. A complete 
line of appliances will be handled 
* xe xx 


Kansas City, Mo.—The Jones Store 
' Company, large department store 
Sell here, will operate a Kansas appliance 
department in a separate building and 


COMFORT COOLING " rae under a separate corporate name 


, : The new firm is the Kansas Jones 
with Store Company, and quarters have 
been leased at 912-914 Minnesota 


} ) Avenue, Kansas City, Kansas. 
” LG: Lay Luman F. Collins, who was for 
We ss merly manager of general merchandise 


COOL AIR CE for the Kansas Power and Light Com- 


ATTIC FAN S rege Davy ete pany, will be the Kansas Jones Store 
Company manager. 

The Jones Store Company will sell 

BAR-BROOK Attic Fans are solid profit makers. They are i + ers 7s se ena 

: ; ‘ . ment in its main building here in 

good business, not just a flash in the oe something Kansas City, Mo., where it has sold 


to sell the post-war buying backlog. appliances for many years as a depart: 
Authentic surveys show that in the next 15 years there ment of a generat department store. 


will be a need of 12,600,000 new housing units. EACH OF Rukich, N. C~A three-day show 
THESE units should have Comfort Cooling. Thousands have ing of Zenith Radio Corporation's 


already indicated they intend to have it 1946 models, sponsored by Nash- 
in their homes. both old and new Steele-Warren, Inc., was attended by 
’ : some 200 dealers from Eastern North 


Dealers everywhere will profit by BAR- Carolina. According to FE. L. lind: 
gren, of Atlanta, regional manager, 


J 

BROOK'S preven — accept- the factories are now in produ tion, 

ance. BAR-BROOK Fans are built by and deliveries to dealers will start in 

the pioneer of Comfort Cooling by the near future. 
e oie ge ee es rr have Him Durham, N. C.—The North ( Ir0- 
ee Pees ee Spee - + - appearance, lina State Utilities Commission has 
The New BAR-BROOK efficiency, quiet operation, easy in- announced a rate reduction which +t 
Window Fan stallation, and Test Code rated ca- estimates will save commercial, indus 


Here is the first window fan pacities from 5,500 to 21,000 CFM. trial, and combination light and power 
of modern functional design. customers of the Carolina Power and 


Only 5%” thick. Looks like 2 Write TODAY for literature on BAR- Light Company around $609,000 a 


venetian blind. Sells on sight. BROOK Fans maybe your terri- year. 
Edgar Womble, rate expert with 


is stil n. she: 

2 tory 8S | — the commission, said the reduction 
8 will save $476,000 annually to cus 
ss TTS tomers in North Carolina, and $133, 
y YOU SHREVEPORT 000 a year to South Carolina custom 


FROM ers, and that the percentage of Ie 


YJ SUMMER ENGINEERING CO. duction to the individual customer 


HEAT will vary but, on a_ whole, will 
1553 Texas Ave. Shreveport, La. amount to more than 10 per cent. 
He said that the amount of the 
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reduction will depend on the pres- 
ent rate, amount of _ electricity 


ysed, and the relation between de- 


mand and consumption for each indi- 

vidual customer, and that the new 

rates provide that all service of the WERE 
same type be taken through the same HS 


meter, enabling the customers to 


ialify for the ‘Teduction by mecting 
cial requirements sct forth in the lOEAS 70: 


hedules. 
% 


Enid, Okla.—The B. and C. Elec- 
rical Company, located at 121 East 
Randolph, opened recently and is 
equipped for the repair and mainte- 
nance of all lines of electrical and 
household appliances. The company 
is jointly owned by A. C. Cornelsen 
ind A. D. Barton. 

* x % 

Fairfax, Okla.—Verl Covey has an- 

Rehm: the opening of his new home 
ippliance store at 305 North Main. 
he large room has been partitioned 

ith space at the rear for office, serv- 
ice shop, and storage, and a large 


ales room in front, lighted with fluo- 
rescent fixtures. It is equipped with 
special built shelves and _ display 
tands, and all is newly painted. 

xe x xe 


Charleston, §. C.—The Hood- 
Myers Electric Company has _pur- 
chased the properties at 281, 283, and 
285 Meeting Street, with a_ total 
frontage of 158 feet and a depth of 
155 feet, for $60,000. The present 
buildings, one of which is an old-time 
dwelling, will be torn down, and a 
iodern building costing about $30,- 

] will be erected. The ae Ever since 1884 the Swartzbaugh people have been developing 
‘ Sansgta 1 Ge its era ocation, new ideas and turning them into tangible things. It was that wa 
t King and George Streets, into the through three wars, between wars, and is that way right hoon 


v room now occupied by 2n auto- 
mobile company; it = 57 x 106 feet. A well balanced staff of engineers and research men are hard 
Pe ae at it every day. An idea gets a real work-out between the "Let's- 
Beaumont, Tex.-The Gulf States do-it” lads and the “It-can't-work"’ graybeards. Out of a tangle of 
tilities Company plans a 590.000 incr song co wire, plastic and glass, friendly disputes, 
prey, Tangy naner Dagon se in and drawings, a better—or new—EVERHOT PRODUCT 


hting system, according to E. L. 
im manager of aia oains Then the production people look it over and say "We can make 
new layout would double Beau- that.” Of course they can. They have everything from hydraulic 
presses, big as a house, to full grown machines no bigger than 


mt’s expenditure of around $30,000 
r for street lighting. toys. And if they haven't got it, they make it. 
s Whatever metal is best for the job in hand can be worked. The 


_ Corpus Christi, Tex. — Robert W. only question asked is —"'Is it the right stuff?” 


abaniss, who was recently discharged Of course the Swartzbaugh factory is big, streamlined and 

mi he Army, has opened an appli- modernly mechanized. It is a fact that about twice as many people 
ct shop in Corpus Christi’s can make five times as many things as was possible prewar. And 
modern Show Room of Finer not work as long or as hard, either. 


iture, 533 Upper North Broad- 
WHERE DOES THE DEALER COME IN? 


Corpus Christi, Tex.—Nau's Hard: ae nO See eee 

ware Department Store will install ; ’ 

modc Re veo erst a. : 2—He gets sound, reliable merchandise that will make and keep satisfied customers. 
3—He gets in on the n — 

zanine floor, according to Oscar Nau, ° ow all —Soquenty yours heat. 

who recently returned from a buying 


trip to Chicago. The Swartzbaugh Mfg. Company, Toledo 6, Ohio 














Re, cama os + kaye 








* xe 
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tures is a screw driver plus a 


RIVDES HANGER 


Just connect wires, screw to outlet box and 


the job’s done—in a few minutes! 


Self-grounding —2-wire cord and plug may be 
used. Fits standard 4” or 314” outlet box or 
plaster ring. Complete with receptacle, 3 50 


two 5-foot chains, “S” hooks and cord 
clips. Nothing else to buy. 


Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, 
Mo. Nationally distributed through leading electrical LS! 
*Patent No. D-141024. 
Others pending. 
Underwriters approved. 


supply houses. 





a 





All you need to hang Chain Suspension Fix- 


Each List 
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EFFICIENCY ~ 
NESTED 
CLEAT RACKS 








rigid . . . strong .. . 
features that have made EFFICIENCY Nested 
Cleat. Racks the choice for efficient con- 
ductor mounting. The “nested” design 
permits cable P i in a i 
space and at the same time speeds in- 
stallation. A further aid to mounting con- 
venience is the EFFICIENCY Time Saver 
Cleat, designed for use in conjunction 
with Nested Cleat Racks. Note, in the illus- 
tration, that the cleat is mounted perma- 
nently with one bolt, thus forming a solid 
support for the wire or cable. With this 
design the cable may be left to hang 
slack, or be drawn taut at the time of 
suspension. Using these units in combination 
one man can install cable faster than 
two men with the usual type of cleats 
and racks, 


i 





WRITE TODAY for our Catalog No. 38B... 


contains complete information on this 





and other EFFICIENCY Electrical Devices. 








New Electrical Products 








New Mitehell Luminaires 


New 2-light and +-light comm« 
cial fluorescent luminaires in regula 
and Instant-Start models for store 
offices, schools, and public building 
have been designed by the Mitchel! 
Manufacturing Co., 2525 Clyboum 
Ave., Chicago 14, Ill. These unit 
combine high light output with mi 
imum glare. Light is scientifically dil 
fused with two double-strength cer: 
mic treated side pancls and one doi 
ble-strength prismatic ribbed glas 
bottom panel. Panels are casy to 1 
























move and clean. “One-man Qu 
mount” feature enables one man t 

wire and hang these units easily and 
quickly. All-steel wireway channel anc 
reflector, finished in durable whit 
baked enamel. End plates of satin 
aluminum, with translucent luminot 

effect. May be surface or suspensi 

mounted, singly or in continuous 
rows. Mitchell Canopy and Ste 

Set O32ST is used for suspension 
mounting. All components are easil\ 
accessible for replacement, servicing 
and cleaning. 

These Mitchell Luminaires — are 
Fluer-o-Lier, E..T.L., and U.L. ap 
proved. Each unit is completely wired. 
ready for hanging. Has standard Tu 
lamp ballast, sockets, and_ starters 
Power factor over 90 per cent. Strol 
oscopie corrected. 110-125 volts, 
cycle, A.C. Higher voltages available. 


Electrical Living Booklet 


For CONSUMERS, architects, build 
ers and contractors, a new “Electrical 
Living” booklet illustrated in colo1 
with scenes from the Walt Disne\ 
production “The Dawn of Bette! 
Living” is announced by the West 
inghouse Electric Corporation for dis- 
tribution through utilities and dealcrs. 

The new 40-page booklet contains 
many practical ideas on planning and 
equipping kitchens, laundries and oth- 
cr rooms, and outlines four degrecs 
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ff electrification according to the size 
ind type of home. New ideas for light- 
ng beauty and comfort are included. 
\WViring essentials are listed and dis- 
ussed, and the booklet stresses the 
iccessity for planned wiring adequate 
for immediate and future electrical 
iceds. 
Copies of the new “Electrical Liv- 
ag” booklet (B-3560) are available 
utilities and dealers at 10 cents 
ich from Westinghouse distributors. 


New Type Cable Clamps 


AN INGENIOUS type clamp for 
ibles, conduit, pipe or wires, which 

installed by simply locating it at the 
desired point on a Unistrut hollow- 
square support member where it’s fast- 
ened by tightening a single bolt, is 
imnounced by Unistrut Products 
Company, 1095 W. Washington St., 
Chicago, Ill. 

The installation is easy and quick. 
here are no holes to locate or drill, 
the slot in the Unistrut member being 
the equivalent of a series of holes 
throughout its entire length. The 
pipe-strap clamps are hooked into the 
Unistrut member, the insulating 
clamps are placed against the cable 
porcelain insulator is omitted for 
conduit or pipe), the bolt inserted and 
the nut turned up tight. This closes 
the insulators firmly around the con- 
ductor and also causes the pipe-clamp 
straps to lock tightly to the Unistrut 
member. 


How cable clamp straps 
are inserted. 


One bolt tightens clamp, 
locks it to support. 
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TIME 1S GETTING SHORT 
SEND US YOUR ENTRY Now 








TYPICAL EXAMPLES OF 


WiremorD 
INSTALLATIONS 


THAT COULD 


e WIN FOR YOU e« 





-* 2nd. PRIZE 








l [PRIZES « 


“REALLY WORTHWH 


$500.00 
$250.00 
* 3rp. PRIZE . . . $100.00 
$25 PAID FOR ALL ENTRIES USED IN 
WIREMOLD PROMOTION 


OPEN TO ALL 
CONTRACTORS AND ELECTRICAL 
MAINTENANCE MEN 


* Ist. PRIZE 


Today ...and in the near future... you are 
planning many jobs using Wiremold Race- 
ways and Fittings in war plants, hospitals, 
schools, stores, offices and other types of 
buildings. All of these jobs are interesting 
to us and many of them will point the way 
to future Business- Building opportunities 
for you and your fellow electrical men. 
That is why we are announcing this Wire- 
mold “How to Use it” competition... to 
record the best of these Wiremold applica- 
tions for the benefit of all. Send now for 
folder giving full details of how to enter, 


and the few simple rules. 


Awards will be made for those installations 
‘udged as showing business-building pos- 
sibilities in a wide field, as well as good 
judgment in the selection and use of our 
products, bearing in mind the wide adapta- 
bility and interconnectability of Wiremold 
in completing the wiring system “FROM 
PANEL BOXES TO OUTLETS”. 

The judges shal! be chosen from the 
electrical industry, and their decisions 
shall be final. 


COMPETITION 
.-- CLOSES APRIL 1, 1946 


THE WIREMOLD COMPANY, HARTFORD 10, CONN. 
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Wiring 








They're NEW! 


IDEAL 
SPLIT BOLT CONNECTORS 


For making permanent or temporary solderless 
connections of wireand cable. Precision—made 
of high quality bronze, brass or aluminum. Two 
types ‘one piece” or ‘two piece’’ with small 
or large heads. On ‘‘one piece” types a flexible 
link permits universal movement of nut, which 
swings clear of slot, eliminating interference 
with wires during installation. No burrs, ends 
or sharp edges. All Sizes. 


SERVICE ENTRANCE CONNECTORS also available. 
OTHER IDEAL WIRING DEVICES 


@ —"Wire-Nuts’’— Modern solderless, tapeless wire con- 
nectors. 

@—"E-Z" Wire Strippers —Hand operated — 2 Models 
“Standard” and “Automatic” 

®—Fish Tape, Reel and Puller — 3 Tools in 1 
fishing easy. No tape breakage 

@—Lugs (solder and solderless) All Sizes 

@—Joist Boring Machine— Bores up to 11 ft. above or 
below floor level 


SOLD THROUGH JOBBERS 


PROMPT DELIVERY 


Device Division 


~ makes 


EAL, INDUSTRIES, Inc. 


(successor to Ideal Commutator Dresser Co.) 


1643 


1017 Park Ave., Sycamore, Ill. 


Sales Offices 


*COLOVOLT COLD CATHODE 
INDUSTRIAL FIXTURES 


in all Principal Cities 
f 


LOW VOLTAGE 


























8 feetlong - 


all steel 






























Ufne mil 


Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


*Trade mark regis- 
tered U.S. Pat. Of. 





680 S. FEDERAL STREET 


GENERAL LUMINESCENT CORPORATION 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 








CHICAGO 5, ILLINOIS 
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The hollow-square design of the 
Unistrut makes it suitable for use as a 
beam, column or strut. ‘Together 
with its special spring-held nut, Uni- 
strut is used for making all kinds of 
electrical and other supports right-on- 
the-job—complete frames, hangers, 
or supports. No hole drilling, rivet 
ing, or welding is required. 

Unistrut cable clamp insulators are 
made in either porcelain or maple 


Walnut-Size Fluorescent Lamp 


A WALNUT-SIZE fluorescent light 
bulb, which can burn a month for 22 
cents worth of electricity, will be avail- 
able soon from the Westinghouse 
Lamp Division, to mark a stairstep, 
bedpost, or kitchen corner. ‘The one 
watt spherical globe, to be manufac 
tured in colors of pastel green and 
white, will prevent many home acci- 
dents in the dark and also provide in 
expensive convenience lighting. 













The new bulb screws directly into 
any ordinary light socket in.a stand 
alternating current house lighting 
cuit or, if the user prefers to plug 
into a baseboard outlet, it will 
equipped wih a bi-prong bas¢ | 
new bulb captures for the first 
the efficiency, coolness, and 
range of a modern fluorescent lamp 
a long-lived miniature bulb. 


Miniature Voltage Regulators 





THREE miniature cold cath 
voltage regulators for 65-90 volt 0; 
ation where currents range between 2 
and 3 millamperes and maximum \ 
age variation may not exceed 3 volts, 
have been announced by Sylvania 
Electric Products Inc., Jncdustiia 
FJectronics Division, Boston, Mass 

Mounted in miniature polarized 
bayonet bases, the bulbs of these tubes 
are enclosed in a metal shield which 
is color coded for quick, visu4l identi 



















fication. They are 1 5/8” overall and 
5/8” in diameter. Used in series 
ith a current-limiting resistor of 
ipproximately 15,000 ohms en the 
load side of a 175 volt d-c source, they 
may be operated in any position. ‘Iwo 
or more tubes of the same type may 
bc operated in series for better volt- 

regulation. Applications include 
thode ray oscilloscopes, s\nchro- 
scopes, and other electronic instru- 
ments. 


Utilities Sponsor 


Heat Pump Studies 
(Continued from page 


35) 
7c for the home. 
Ihe area covered by the Power 
Companies in the Southeastern Ex- 
change is an ideal one for application 
of the heat pump for summer cooling 
ind winter heating because of the 
ioderate heating and cooling require 
nts. The research project, as es- 
tablished at the Southern Research In 
stitute by electric utilities, is, there- 
of considerable significance to 
itherners. 
Mr. Godshalk emphasizes that the 
ties do not propose to engage in 
manufacture of electric heat 
ips and that the establishment of 
research project at the Southern 
arch Institute is to assist in crys- 
ing thinking on the subject so as 
peed its development and distribu- 
to the public. The facts determ- 
from the research project will be 
generally available to manufac- 
and to others interested persons. 
W. A. Lazier, director of the 
thern Research Institute, announc- 
that the utility sponsored heat 
ump project will be under the direc- 
tion of Dr. E. N. Kemler, head of the 
Institute’s Engineering Research Divi 


he first color photograph via radio 
was pettaaaee from Chicago to New 
York in 1937, 
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IMITATION S are very flattering 
but there’s ona one ORIGINAL! 











A MASTERPIECE OF PRODUCTION 


ann a O60t-Seller too: 


The enviable reputation of Electresteem 
is based on years of trouble-free performance. 
Thousands upon thousands of folks 
enjoy “steam heat from a wall plug” 
. . Without any service worries. You 
can sell Electresteem — the original 
portable steam radiator — with con- 
fidence. There’s nothing. “just like it!” 


Electresteem is Nationally Advertised! 





GET ON THE 
PROFIT BEAM 


with Glectresteem / 











ELECTRIC STEAM RADIATOR CORP. 


DETROIT 8, MICHIGAN 




















— of analysis for acquiring the ground- 
° . work of knowledge concerning the 
New Electrical Books properties of complex waveforms. The 
ee envelope method of analysis is pre- 
sented in detail. 
The scope of the book is indicated 





Industrial Electric Stacia 
Lamps and Lighting by the chapter heads which include 
the following: sine waves in combina- 
By E. S. Lincoln. Published by tion; properties of harmonic series; 
Essential Books, 270 Madison Ave.. basic analysis of recorded waveforms; 
New York 16, N. Y. 342 pages, the envelo e thod: ‘thod of su- 
illustrated. Price $3.00. WerOp en, ee oF bas 
perposition; Fourier series; numerical 
Tuis book completely covers every methods; mechanical and other aids to 
type of industrial lamp with detailed analysis; practical requirements for 
instructions for their use with proper waveforms; and Lissajou figures. 
reflectors for indoor and outdoor light- 
ing. Over 200 illustrations are used, 
and emergency lighting and equip- Explosion-Resistant 
ment are described as well as bacteri- Motor Test Setup 
cidal lamps, black light and fluorescent bite = 
ES ty (Continued from page 56) 
ca the explosion resistant motor, it is 
’ 2 placed in a chamber or tank which is 
Waveform Analysis then sealed. Below the tank, the 
By R. G. Manley. Published by highly explosive 100-octane gasoline is 
John Wiley & Sons, Inc., 440 placed in a smaller tank connected 
a Ave., New York 16, N. Y. with a blower. The blower vaporizes 
ustrated, 275 pages. Price $4.00. ‘ 
the gasoline and forces the fumes up 
DeEsIGNeEp as a guide to the interpre- two small pipes, one of which is at- 
tation of periodic waves, including vi- _ tached to and delivers the fumes in- 
bration records, this book includes side the motor. The other pipe forces 
sufficient basic theory and metheds the gasoline vapors into the chamber 





The PLAN Behind The PRODUCTS 








PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 





the NAME WOMEN KNOW! 


Liven housewares sales with this cone 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising in leading magazines, made 
with PYREX brand glass—and priced 
LOW to sell QUICKLY. 


Si uk BY ITSELF! FREE! 
a a CLOTHLESS 
MEE f putcu FILTER er eere 
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surrounding the motor. 

“Experience has shown that about 
seven minutes of operation by tlh 
blower furnishes sufficient fumes t 
fill and completely surround the mo 
tor,” Mr. Braun explained. “The 
the gas inside the motor is ignited hy 
firing a spark plug previously fittc 
into the shell. ‘The mixture inside th 
motor could be ignited by merely run 
ning the motor, but the explosion o 
curring is so small that it cou!d not b 
heard if the motor were running.” 

“Designs worked out to meet suc 
wartime aircraft requirements wi 
contribute greatly to the safety 
peacetime airline and private ai 
craft,” Mr. Braun said. ‘Such tests « 
conducted add to the understandin; 
of problems that arise in preventin; 
explosions wherever explosive gas 
dust mixtures occur. Motors built an 
tested to such rigid wartime requir: 
ments will save lives and property 
the peacetime world.” 


Banked Secondary 
Service Transformer 
(Continued from page 54) 


where the load on transformer ] fr 
section X is considerably greater th 
that from section. Y then it is obvio 
that bimetal 2 will open contacts 
before bimetal 3 will open contacts 
If on the other hand the load fri 
section J is only moderately great 
than from section Y then bimetal 
may trip first (even though it ha 
higher trip temperature) because 
carries current to both sections X 
Y whereas bimetal 2 carries cut 
only to section X. 

From the foregoing the foll 
general conclusions can be draw1 

(1) Faults are isolated und 
conditions with transformers 
ing in service to feed unfaulte 
tions. 

(2) Under fault conditions, all t 
formers will usually continue to | 
ish unfaulted sections, the excey 
being when transformers are < 
spaced. 

(3) The transformer is prot 
under all conditions. 

(4) In case of overloads the ci 
tripped out will depend on load 
ance and oil temperature at tim 
trip. Whichever circuit is tripped 
usually reduce the load  suffici 
so that the other circuit will not tr 

The above mentioned overload con 
ditions usually develop gradually and 
actual breaker tripping usually can 
be prevented by observance of thc 
warning provided by signal liglits 
There are two signal lights on each 
transformer, one connected to signal 
before each breaker is to trip. This 1s 
accomplished by operation from the 
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same bimetals which trip the breaker 
but at a slightly lower bimetal temper- 
ature. 

Transformers of this type may be 
installed using either a closed loop 
secondary or a straight run type of 
sec ondary. 

rhe usual installation practice is to 
mount the secondary conductors on 
secondary racks. The secondary neutral 
; continuous throughout its length 
but insulators are iaserted in the sec- 
ondary line wires close to each trans- 
former pole. Connections are run 
from each side of these insulators 
to the section and main circuits re- 
spectively. 

\Vith the idea in mind of simplify- 
ing the connections on the pole, one 

rcuit is brought to the three right- 
hand secondary bushings on the trans- 
former and the other circuit to the 

left-hand bushings, the center 
hing serving as the neutral for 
circuits. 

[his new “CSPB” transformer fills 
| need on the part of the operat- 
utiltty for a unit which can be 
on systems at points where load 

density is not great enough te ast _, 
. alent 
the expense of underground .  over- 
lead networks involving several pri- 
feeders and network protectors 
ut yet more dens2 than in rural areas 
esidential areas. When used in 
the proper places this transformer will 
mprove quality and reliability of serv- 
with an appreciably smaller in- 
talled transformer capacity by mak- 
ing use of both the principle of “load- 
ng by copper temperature” and “‘sec- 
ndary banking.” 


Technicolor Movie for 
Lighting Program 
Continued from page 42) 

ntrasts, and harsh shadows—are ana- 
zed, with full color and the versatile 
irtoon technique dramatizing their 
langer to sight in a way impossible 
vith ordinary films. The solution to 
ploper seeing conditions, the film ex- 
plains, is a combination of fixtures, 
floor and table lamps, carefully select- 
d and arranged, that will bring eye 
comfort and safety to every room in 
the ] me, ; : 

Next, the purpose of the light 
meter is explained, and some typical 
needs of the eyes, in terms of foot 
andle intensities for various seeing 
tasks, are shown. The importance of 
‘electing the correct lamp and fixture, 
with the proper size bulb in each, is 
emphasized. 

Concluding with an optimistic 
note, “Light Is What You Make It” 
shows a typical home in which 
planned lighting has been installed, 
and dramatizes the many benefits of 
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ROY AL-NOARK 
Vlou- Reuewalle 
CARTRIDGE FUSES--.. 


5-WAY BETTER PERFORMANCE 








Better ...5 ways better! Five engi- 
neering improvements in the design 
and construction of Royal-Noark Non- 
Renewable Fuses mean that they stay 
cooler ... give greater protection to 
vital equipment. Complete detailed 
catalog information is yours on re- 
quest, and prompt deliveries on your 


orders. 


WIRE © CORD SETS * CARTRIDGE and 


PLUG FUSES + 


LIGHTS 


FUSTATS * TROUBLE 
CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 











New Electrical Books 





Industrial Electric 

Lamps and Lighting 

By E. S. Lincoln. Published by 
Essential Books, 270 Madison Ave.. 
New York 16, N. Y. 342 pages, 
illustrated. Price $3.00. 

Tuis book completely covers every 
type of industrial lamp with detailed 
instructions for their use with proper 
reflectors for indoor and outdoor light- 
ing. Over 200 illustrations are used, 
and emergency lighting and equip- 
ment are described as well as bacteri- 
cidal lamps, black light and fluorescent 
materials. 





Waveform Analysis 
By R. G. Manley. Published by 
John Wiley & Sons, Ine., 440 
Fourth Ave., New York 16, N. Y. 
Illustrated, 275 pages. Price $4.00. 
DesIGNED as a guide to the interpre- 
tation of periodic waves, including vi- 
bration records, this book includes 
sufficient basic theory and metheds 


of analysis for acquiring the ground- 
work of knowledge concerning the 
properties of complex waveforms. ‘The 
envelope method of analysis is pre- 
sented in detail. 

The scope of the book is indicated 
by the chapter heads which include 
the following: sine waves in combina- 
tion; properties of harmonic series; 
basic analysis of recorded waveforms; 
the envelope method; method of su- 
perposition; Fourier series; numerical 
methods; mechanical and other aids to 
analysis; practical requirements for 
waveforms; and Lissajou figures. 


Explosion-Resistant 
Motor Test Setup 
(Continued from page 56) 


the explosion resistant motor, it is 
placed in a chamber or tank which is 
then sealed. Below the tank, the 
highly explosive 100-octane gasoline is 
placed in a smaller tank connected 
with a blower. The blower vaporizes 
the gasoline and forces the fumes up 
two small pipes, one of which is at- 
tached to and delivers the fumes in- 
side the motor. The other pipe forces 
the gasoline vapors into the chamber 
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the NAME WOMEN KNOW! 


Liven housewares sales with this con- 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising in leading magazines, made 
with PYREX brand glass—and priced 
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surrounding the motor. 
“Experience has shown that about 
seven minutes of operation by tlx 
blower furnishes sufficient fumes t 
fill and completely surround the mo 


tor,” Mr. Braun explained. “The 
the gas inside the motor is ignited by 
firing a spark plug previously fittc 
into the shell. ‘The mixture inside thx 
motor could be ignited by merely ru 
ning the motor, but the explosion oc 
curring is so small that it cou!d not b 
heard if the motor were running.” 

“Designs worked out to meet suc 
wartime aircraft requirements wi 
contribute greatly to the safety 
peacetime airline and private ai 
craft,” Mr. Braun said. “Such tests « 
conducted add to the understandin 
of problems that arise in preventin; 
explosions wherever explosive gas o 
dust mixtures occur. Motors built an 
tested to such rigid wartime requir 
ments will save lives and property 
the peacetime world.” 


Banked Secondary 
Service Transformer 
(Continued from page 54) 


where the load on transformer | fr 
section X is considerably greater th 
that from section. Y then it is obvio) 
that bimetal 2 will open contacts 
before bimetal 3 will open contacts ° 
If on the other hand the load fr 
section J is only moderately great 
than from section Y then bimetal 
may trip first (even though it has 
higher trip temperature) because 
carries current to both sections X 
Y whereas bimetal 2 carries cur 
only to section X. 

From the foregoing the follow 
general conclusions can be draw1 

(1) Faults are isolated under 
conditions with transformers rem 
ing in service to feed unfaulted 
tions. 

(2) Under fault conditions, all 
formers will usually continue to 
ish unfaulted sections, the excey 
being when transformers are 
spaced. 

(3) The transformer is pro 
under all conditions. 

(4) In case of overloads the ci 
tripped out will depend on load 
ance and oil temperature at tim 
trip. Whichever circuit is tripped 
usually reduce the load sufficient 
so that the other circuit will not try 

The above mentioned overload con 
ditions usually develop gradually and 
actual breaker tripping usually can 
be prevented by observance of thc 
warning provided by signal liglits 
There are two signal lights on each 
transformer, one connected to signal 
before each breaker is to trip. This 1s 
accomplished by operation from the 
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same bimetals which trip the breaker 
but at a slightly lower bimetal temper- 
ature. 

Transformers of this type may be 
installed using either a closed loop 
secondary or a straight run type of 

condary. 

lhe usual installation practice is to 
mount the secondary conductors on 
econdary racks. The secondary neutral 
; continuous throughout its length 
but insulators are iaserted in the sec- 
ondary line wires close to each trans- 
‘ormer pole. Connections are run 

each side of these insulators 
the section and main circuits re- 
sp ctively. 

With the idea in mind of simplify- 
the connections on the pole, one 
it is brought to the three right- 

1and secondary bushings on the trans- 

former and the other circuit to the 

left-hand bushings, the center 

hing serving as the neutral for 
th circuits. 

(his new “CSPB” transformer fills 
| need on the part of the operat- 

tiltty for a unit which can be 

on systems at points where load, 
lensity is not great enough tc, yst.; 
the expense of underground”. ox over- 
head networks involving several pri- 
iry feeders and network protectors 
ut yet more dens2 than in rural areas 
esidential areas. When used in 

1¢ proper places this transformer will 
iprove quality and reliability of serv- 
ce with an appreciably smaller in- 
stalled transformer capacity by mak- 
ig use of both the principle of “load- 

g by copper temperature” and “sec- 
ndary banking.” 

Technicolor Movie for 
Lighting Program 

Continued from page 42) 

ontrasts, and harsh shadows—are ana- 
lvzed, with full color and the versatile 
toon technique dramatizing their 
langer to sight in a way impossible 
with ordinary films. The solution to 
pioper seeing conditions, the film ex- 
plains, is a combination of fixtures, 
floor and table lamps, carefully select- 

d and arranged, that will bring eye 
omfort and safety to every room in 
the home. 

Next, the purpose of the light 
meter is explained, and some typical 
needs of the eyes, in terms of foot 
andle intensities for various seeing 
tasks, are shown. The importance of 
electing the correct lamp and fixture, 
with the proper size bulb in each, is 
emphasized. 

Concluding with an optimistic 
note, “Light Is What You Make It” 
shows a typical home in which 
planned lighting has been installed, 
ind dramatizes the many benefits of 
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Better ...5 ways better! Five engi- 
neering improvements in the design 
and construction of Royal-Noark Non- 
Renewable Fuses mean that they stay 
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Better Light — improved energy and 
health, clearer vision, better disposi- 
tions, a more cheerful home, and the 
satisfaction that comes with beauty 
of surroundings. 

The movie has been designed to 
take over the duties of a host at the 
mectings—to put guests at ease, enter- 
tain them and make them feel at 
home. To support the film and am- 
plify its message, the Bureau has pre- 
pared a line of promotional and edu- 
cational material, to help purchasers 
put on a well rounded program. 

A 16-page, two-color consumer 
booklet, with the same title as the 
film and using Disney drawings 
throughout, can be used as a handout 
piece at the meetings, and es direct 
mail for those unable to attend the 
film showings. Packed with useful 
information on the required intensi- 
ties of light for different seeing jobs, 
the recommended types of lamps and 
fixtures for every room in the average 
home, and directions on how to avoid 
glare and shadows in choosing and 
placing lighting equipment, the book- 
let also repeats and emphasizes the 
educational story told in the film. 

Ten newspaper ads, three columns 
by 12 inches, are available in mat 





form. Each features a Disney draw- 
ing, and carries an effective message 
on the need for Better Light Ample 
space is provided for local messages 
and signatures. 


Charts for Illustrated Talk 


Ten 40” by 60” charts, six of them 
in full color, are blow-ups of the Dis- 
ney artwork, and are intended for use 
after the movie has been shown, as 
part of a talk on better light for bet- 
ter sight. A follow up of this type, 
the Bureau suggests, will increase the 
effectiveness of the film to a_ tre- 
mendous degree. The charts illustrate 
the workings of the eye, the difference 
between outdoor and indoor lighting, 
typical rooms in which good aud faul- 
ty lighting are employed, and the use 
of the light meter, among other sub- 
jects. 

A suggested talk to accompeny the 
charts is included in the Bureau’s 
package. Informal and Yiendly, with 
a clever blend of humor and useful 
information, the talk can be used as 
it comes, or can be quickly modified 
and enlarged to suit various audiences. 
The talk is timed for 30 minutes du- 
ration. Now that new lighting equip- 
ment is available to th« public, the 








Insist on 


“ADVANCE” BALLASTS $% 


on all lighting equipment - 


ment YOU buy. 


ADVANCE Transformer Co. 
1112 W. Catalpa Ave. 


“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 

performance, low replacement cost and long life. 
They permit easy installation in fixtures where only a 
limited space is allowed for ballasts. Designed by expert 
lighting engineers and approved by Underwriters’ Labora- 
tories, “Advance” ballasts are the answer to all fluorescent 
lighting problems. LARGE MANUFACTURERS OF LIGHT- 
ING FIXTURES STANDARDIZE ON “ADVANCE” 
BALLASTS — so insist on this quality ballast on the equip- 









Chicago 40, Ill. 
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person conducting the mecting can 
explain how the benefits of better 
lighting can be achieved through coi 
rect selection and use of light sources 

A “Meeting Manual” is also in 
cluded, for the benefit of those chose: 
to conduct meetings. Packed with cd 
tailed information and practical tips 
it will remove many of the “head 
aches,” prevent many unforeseen dis 
asters, and serve as a step by step roac 
map through the seemingly devious 
path of oorganizing and conducting 
meetings of this type. 


The Frame Can Help 
Sell the Picture! 
(Continued from page 39) 


these on a “money-back if not satis 
fied” basis, a policy which has been it 
effect in the Samples Department 
Store for 48 years. 

Samples Department Store _ ha: 
three thousand charge account cu: 
tomers, many of whom have been o1 
the books for many years. 

yo of these customers will receiv: 
a staff, | their monthly statement 
envelope Anviting them to use thei 
credit at Electrical City. Electrica 


City will be connected with the credit 


department by a direct line and credit 
checking will involve no delay. 
Customers entering Electrical Cit) 
through the main entrance whic! 
opens onto the middle section of th« 


store, will find that electric clocks of 


al! sizes will be displayed on one sid 
and small appliances of all kinds 
the other side. After this short ec. 
posure to merchandise he finds him 
self on the main floor, where rang« 
roasters and refrigerators are displayc« 
in three and four-sided pyramids 
against the walls, to facilitate showin: 
several customers the same merchan 
dise at the same time. 

Samples Department Store sells o1 
a par with department stores in Nev 
York and Chicago, having one of th 
highest dollar sales per square foot 
floor space, to be found anywher 
They sold $800,000 last year on 8,5 
feet of floor space. 

Electrical City is expected to tu 
in an equally high record in electri 
appliance sales, Mr. Glenn said 





Reddy Kilowatt 
Adequate Wiring 
(Continued from page 32) 


Minimum Requirements 


Homes 801-1200 Sq. Ft. 


Circuits: There shall be not less 


than five 15-ampere circuits for light 
ing and general purposes, one 15 








1946 





1 re circul serve the heating 
ampere — to serve the Z 
system, one 20-ampere kitchen out- 


let circuit, one 20-ampere circuit to 


serve the basement or utility room, PR.MALLORY & CO.,Inc. 
ind one 35-ampere 230-volt range 
circuit. 
Outlets: Same as 280-800 square 
foot requirements (linear wall foot 
basis). 
Wire: Same conditions as for 280 


00 square foot homes. 


Minimum Requirements 


Homes 1,200-2,000 Sq. Ft. 


Circuits: There shall be not less 
han six 15-ampere circuits for light 
ng and general purposes, one 15- 
mpere circuit for the heating sys 
tem motors, one 20-ampere kitchen 
utlet circuit, one 20-ampere dish 
vasher sink circuit, one 20-ampere 
ircuit for automatic washer, one 25 
impere 230-volt circuit for laundrv 
lrier, and one 35-ampere 230-volt 
inge circuit. 

Outlets: Same as for smaller homes 
linear wall foot basis). 

Wire: Same minimums as for smal! 

homes. 


Mallory MSG Capacitor:—Small, 
compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions. 





Minimum Requirements 


Homes Above 2,000 Sq. Ft. Necessary leads, 


Circuits: There shall be not less lugs, screws, and 
; - : ‘ nuts are included in 
han six 15-ampere circuits for light- each bex fer any 
ng and general purposes, one 15-am type connectors. 
pere circuit for heating system mo- 
ors, five 20-ampere circuits for light 
ing and general purposes, two 20 Maliory Type “P”’ Ca- 
mpere circuits for automatic washer pacitor:—Plastic case 
nd dishwasher sink, one 25-ampere overcomes moisture ab- 
30-volt laundry drier circuit, one sorption problems, and 
25-ampere 230-volt circuit for watei provides maximum in- 
heater and air cooling unit, and onc sulation. May be used to 
S-ampere 230-volt range circuit. replace cardboard. in- 
Uutlets: Same as for smaller homes sulated aluminum-case capacitors. Splash- 
car wall foot basis). proof plastic end cap and simplified “snap 
Wire: Same minimums as for small on” mounting bracket available when ca- 
homes. pacitor is used as original equipment. 
Note: Where voitage is not speci 


d, it is 115 volts. 





Heating for Homes . . 
New Job for KW’s Distributed by 


Ce en et Se INSULATION AND WIRES INCORPORATED 


use will be of modern, one-floor, 
asementless, ranch type design. Thcy SAINT LOUIS 3, MISSOURI 

ill have ventilator-fan system and BOSTON 20, MASS. DETROIT 2, MICH. ATLANTA 3, GA. 
metal kitchen cabinets. ‘The auto- HOUSTON 2, TEX. BLUEFIELD, W. VA. NEW YORK 7,N. Y. 


itic laundry will be a special feature. 
Restrictions provide that “only SITTLER COMPANY 


10keless heat’’ will ever be used. CHICAGO 7, ILL. 
(laun explained to the writer that the 


use meant that if a home should H. A. HOLDEN, | fe 
burn down it would have to be replac- MINNEAPOLIS 3, M . 
cd by a home using smokeless heat. 
No smoke would be tolerated in the TRI-STATE SUPPLY CORPORATION 


subdivision. LOS ANGELES 13, CAL. e SAN FRANCISCO 7, CAL. e SEATTLE 4, WASH. 
The development will be named 
Nova Park, which means “strange and 
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Surplus Security 


No. 1425 
Loxon 








i 

| No. 14333 
| Protector “O” ° 
| Heavy Duty 


‘MCGILL 


LAMP GUARDS.... 
|designed for Double Duty 


| home users are finding the McGill Lamp 
| Guards provide their lamps with surplus 
security—by performing the double duties 
of light-and safety protection. 


Made of heavily tinned: steel wire, Mc- 
Gill Loxon (Locking) Lamp Guards and 
Gripon Non Locking Guards afford ex- 
cellent protection against breakage, fires 
and theft. Gripon Guards are attached 
with plain steel screws. Both are supplied 
in sizes to fit all sockets and for regular 
and mill type lamps. 


moved from job to job. 








trical specialties. 
i baca as 
MANUFACTURING CO., Inc. 


Electrical Division 
VALPARAISO, INDIANA 


Ask for Catalog No. 43. Lists complete | 
facts about these and other McGill elec- 












| 
| 
| 


Thousands of industrial, commercial and | 


Protector “O” Guards are designed for | 
heavy duty use in general construction | 
work, Tough and durable, they are hard | 
to crush or break and may be easily | 









uew.” With its all-electric homes, it 
will be an unusual development. 

Other electrically heated homes are 
springing up in other parts of the 
Knoxville area. 

A modern seven-story apartment 
building, electrically heated and air 
conditioned, is to be built on a Maple- 
hurst Park site overlooking Fort 
I.oudoun Lake, as soon as materials are 
available, J. Leon Montgomery, Knox- 
ville contractor, announced. 

Dykes & Gerhardt, Knoxville and 
Oak Ridge contractors, plan construc- 
tion of 63 dwellings. Work has al- 
ready started on 28 houses in Meadaw- 
brook addition, Clinton Highway, hzlf 
of which will have electric heat. 

H. P. Grant is constructing two 
apartment houses at Maryville, Tenn., 
tc use electric heat. 

Homes with electric heat installa- 
tions were under construction in the 
Johnson City, Tenn., area. 

At Kingsport, Tenn., a new type of 
clectric heating system was installed in 
the Merchants Association Building. 
The system consists of glass panels 
placed in the ceilings. These panels 
consist of sheets of tempered glass 
suitably mounted in individual frames 
and so arranged that the glass becomes 
warm with the passage of electric cur- 
rent. 

“The heating of the glass is accom- 
plished by passing the electric current 
through a coating of metallic alum- 
inum which has been sprayed on the 
Lack of the glass panel in the form of 
% continuous grid,” explained 'T. W. 
Glynn, superintendent of special prod- 
ucts, Blue Ridge Glass Corp., Kings- 
port. 

The building occupied by the local 
light and power company, the Kings- 
port Utilities, is entirely heated with 
electricity. 

The TVA town of Norris, with 
its model homes, large school, and 
business center, was the first entice 
community in the South to use elec- 





tric heat, and studies there paved the 
way for an expansion of electric hest- 
ing. 

Mr. Fonde was the first private con 
tractor to go in for electrically heated 
subdivisions and he has continued re 
search which may lead to new electric 
heat developments within a_ few 
months. 


Super Market Principles 
Applied to Appliances 


(Continued from page 29) 


kelp do a selling job, as Mr. Lev; 
plans. He has it so situated that wher 
pedestrians stop under it during rainy 
weather (almost a normal for Nev 
Orleans), they will be forced in s 
that they almost have to see his Radi 
Center windows. 

One of the factors which contribut 
ed heavily to making the food supc 
market such a sensationally successfu 
distribution outlet was its offer of wid 
and complete stock selections tor 
housewives. Radio Center will offc: 
sclections as complete in the electrica 
and gas appliance field. 

“T’d venture to say,” states Ml 
Levy, “that we will have probably th 
most complete appliance selection in 
all of New Orleans. We will cove: 
the entire field. Where the applianc: 
stores sell mostly the heavy-deman 
lines of major and minor appliances 
the furniture stores stock such item 
as radios which merchandise casi! 
with home furnishings, and the d 
partment stores sell a smattering of a 
appliances, but not in complete lin 
sclections, Radio Center will hand! 
everything electrical. We will even 
have an extensive package air condi 
tioning department, from which w 
expect—in view of present informa 
tion requests—a good volume in hom 
and office air conditioning sales. 

Just as the food supers offer leadc: 
items, items for which they know 
there is great consumer demand, Radi 
Center will have its own leaders, which 














There is a Profit for You in Automatically Turning On and Off 


ELECTRIC SIGNS — LIGHTING SYSTEMS 


And Dozens of Other Applications with the 2200-Watt 


AUTOMATIC SELF-STARTING TIME SWITCH 


Single Pole MODEL 120, $12.00 
Why buy LESS when you get the MOST in AUTOMATICS? | 
Prices Subject to Usual Discount and Terms. 
Write for Information on Complete New Line 


AUTOMATIC ELECTRIC MANUFACTURING CO. | 


— Flashers 


Time Switches 


MANKATO ° 


MINNESOTA 
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Loris Levy plans to advertise exten- 
sively in order to bring a maximum 
traffic into the Radio Center building. 

Leaders fall into two classes: 
price” leaders, which bring heavy 
traffic into the store because they offer 
thc consumer savings over established 
prices; and “demand” leaders, which 
bring in the traffic because they are 
items which are wanted or needed, and 
vhich are capable of being sold in 
grcat volume. Radio Center’s leader 
tem will fall into the second classifi- 
cation. Mr. Levy is relying on phono- 
giaph records to bring the customers 
into Radio Center in droves. 

(he records will be sold “semi-self 
«uvice.” Semi-self service Mr. Levy 
defines as truly super market self serv- 

but with an attendant in the de- 
tment to assist customers who have 
le finding what they need, and to 
them look up order numbers, etc. 

\dvertising has already begun, and 

h of the present Radio Center 
rtising is centered on selling re- 
An example is one two-column 

vhich ran in the New Orleans 
Item. It headlined: ‘Just received— 
the latest popular phonograph records, 
including the newest blues numbers: 
Confessing the Blues; Drifting Blues; 
at Sunrise; My Baby Blues; Be- 


1) 
ily 
b 


Baba-Leba; also all Cecil Gant 
records.” Each ad run by the store 
mentions records; and many of them 
are devoted entirely, like the adver- 
tisement quoted, to record sales. 

A regular format has been worked 
out for Radio Center Ads. It takes 
in only a small space—two columns by 
four inches, but is designed to pack 
the greatest amount of attention-get- 
ting wallop into this small space. 
Against a gray “benday’” background 
are small “line” sketches of major and 
minor appliances, and the store signa- 
ture, also under the gray benday, is in 
graceful script. A white space, or 
mortise, drawn like a piece of paper 
with torn edges, covers most of the 
gray background, and the copy selling 
whatever items Mr. Levy features goes 
into this mortise. 

The same advertising format is used 
for putting across messages sclling all 
lines of appliances. One ad, for ex- 
ample, used the same space in which 
phonographs had been listed in the 
Iiem insertion to headline: “Imme- 
diate delivery on small electrical appli- 
ances and the latest phonograph rec- 
oids. Prompt service on radio repairs. 
List your order now for carly delivery 
of large appliances.” 

When customers enter Radio Cen- 


ter to buy Mr. Levy’s leader phono- 
graph records, they will be exposed to 
another super market selling trick: 
suggestion. If canned peas were used 
as a leader by a smart super market op- 
erator, the chances are he would have 
them so situated that women buying 
the peas would have to see—and be 
enticed by — other popular merchan- 
dise. Loris Levy will use this same 
suggestion trick on customers in his 
Radio Center. 

Two entrances are planned for the 
store. Customers entering through 
cither of these and desiring to see 
yhonograph records must walk to the 
rear of the roomy store. ‘To reach 
the record section, they will walk 
through displays of other stock. These 
displays will be so arranged on coun- 
tcrs and in banked smashes that the 
customer will be unable to proceed 
directly to the rear of Radio Center. 

Three alternate paths are planned 
fiom the two cntrances to the semi- 
self service record shop, and traversing 
any of these three will expose custom- 
ers to other merchandise displays, be- 
cause the displays will be so arranged 
that it will be impossible for the cus 
tomer to take a straight path to the 
rear of the store; he must twist and 
turn two or three times through the 





FOR 


MOTORS 


rP ARTS» 


ITS EASY TOD 
INSTALL/ 


DOES NOT HAVE TO BE 


REMOVED FROM ITS CARTON 


To one who appreciates . 
the value of time the ease F 
with which this fixture can 

be installed is something 

well to be considered. 


FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 

Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Rebbins & Myers 

Deleo Howell Star 

Diehl Hunter Thor 

Duro lig Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributers fer the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 


In addition servicing of 
the unit is simplified as 
the reflecter can be easily 
removed by the use of 
two small wing nuts. 

A COMPACT UNIT 
FINISHED IN NATURAL 
SATIN ALUMINUM. 

The GIBSON commercial 
fluorescent FIXTURE is 
built for modern instal- 
lations. 


MANUFACTURING CO. 
ATLANTA,GA. 
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rep? 
VALUE 


in 
Time Switches 


Here's a top-quality, service- 
proved ON and OFF time switch. 
Precision built.. rugged and dur- 
able. . . with a great performance 
record. Highly successful for con- 
trolling motors, valves, pumps, 
blowers, oil burners, stokers, attic 

' fans, commercial lights, etc. 


A leader when first introduced over 
ten years ago, now includes many 
improvements, one 

of them being tele- 

chron motored. In- 

creased volumeand 

war-learned manu- 

facturing efficiency 

have brought price 

down to $10.75 list. 

Write for complete 

bulletin: 





UL 
MOTORED 


OPERATING ADVANTAGES 
7 Self-starting synchronous oper- 
ation. 


<2 Complete self-oiling lubrication, 
patented capillary oiling system. 


3 Years of continuous and un- 
interrupted operation. 


4& Practically instantaneous self- 
starting at full rated load. 


5 Gear reduction fully sealed to 
exclude dust and dirt. 


G Lower power consumption. 
7 Underwriters’ approved. . 


PARAGON ELECTRIC COMPANY 
713 OLD COLONY BUILDING 
CHICAGO 5, ILLINOIS 


Paragon (jar 


sinct 1905 


ent 
crmic at cour 


or et 
punoees, OF s 





refrigerator, washing machine, range, 
vacuum cleaner, small appliance, and 
other displays on his way. 

Mr. Levy counts heavily upon this 
interior store-and-merchandise display 
layout—his own idea—to make the 
prospects stop and look at his other 
appliance merchandise. 

Near the phonograph record section 
will be another development which 
Mr. Levy confidently expects to bring 
in plus sales figures for Radio Center. 
This will consist of two ‘“demonstra- 
tion” sections—a model laundry and a 
model kitchen. In these, complete 
lines of kitchen and washing appli- 
ances will be displayed as they would 
be in action in the customer’s home. 

The model rooms will serve two 
purposes. Number one, says Mr. 
Levy, is to show the customer all sell- 
ing points and mechanical advantages 
of his lines in actual operation. Instead 
of saying “this will do thus and so,’ 
|:is salesmen will say “see how this ap- 
pliance accomplishes thus and so.”’ 

The second advantage claimed by 
Mr. Levy for his demonstration rooms 
is the old suggestion angle — Mrs. 
Customer, who entered to see a refrig- 
crator, is impressed instead with a 
sight of the efficiency of an entire 
modern kitchen—and to the extent 
that she is impressed, is just that much 
casier to sell on the other, related elec- 
trical appliances also being demon- 
strated. 

The service and repair departments 
of Radio Center, in Mr. Levy’s plans, 
will be featured rather than buried. 
He counts heavily upon the new appli- 
ance sales which skillful handling of 
service work customers can bring him, 
as well as upon the dollars to be real- 
ized from a buzzing service shop. 

Food super markets make it easy 
for the customer to shop in house dress 
or sport shirt by providing handy park 
ing space where he can leave his car, 
shop quickly, and return with a mini- 
mum of time and trouble spent. ‘Tak 
ing a tip from this, Mr. Levy is pro- 
viding a roomy, paved parking lot ad- 
jzcent to his Radio Center for custom 
crs to use for quick and effortless shop 
ping. 

His windows, designed with their 
specially slanting glass to stop passing 
cars as well as passing pedestrians, in- 
vite the customer to enter—and, that 
invitation tendered, his parking lot 
makes it an easy matter for the cus- 
tomer to do this. Mr. Levy reasons 
that the customer is many times more 
likely to stop his car and enter Radio 
Center if he can do this during the 
moment when the suggestion strikes 
him than if it is necessary for him first 
to find a parking space on a crowded 
street. 

Plans for advertising this electrical 








GEDNEY 


GEDNEY FITTINGS... FIT! 


FITTINGS 


és. They 


a GaaaAel pediad i wiieh-oigel tinier, 


convenient quantities, clearly — 
labeled, Wholesale distriby-_ 
tion only. Write for catalog. 


GEDNEY ELECTRIC 
COMPANY 


RKO BLOG, RADIO CITY, NEW YORK N.Y 











Scientifically built to 
link electrical energy 
in your products. 


Economical . . . de- 
pendable quality ll 
ways. 

Pure copper drawn 
to size in the ILSCO 


plant to insure pre- 
cision. 


Fill out and mail for 48-page illustrated catalog 


NAME 
Firm Name 


Address 


Southeastern Representatives 
VERLYN H. BRANHAM 
180 Interlochen Drive, Atlanta, © 
. P. LUMPKIN 
248 Tranquil Ave., Charlotte, N. C 


COPPER TUBE 
& PRODUCTS, Inc 


CINCINNATI oe 
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tHe prech-rtér MAKER” 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 
Single Inlet Blower illus- 





trated at left is particularly 
adapted for ventilation of 





mess halls in military estab- 





lishments. 








VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. + INDIANAPOLIS 7, U.S.A. 
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Correspondents Wanted 


An Opportunity for Men in 
the Electrical Industry 
Who Can Write Up the News 


If you are associated with the electrical 
industry—know what is going on in your 
territory—and have the knack of putting 
it in writing—here is a splendid oppor- 
tunity to serve the industry and to earn ex- 
tra money for yourself in your spare time. 

Electrical South’s postwar policy in- 
cludes a greatly expanded coverage of local 
news—merchandising campaigns, adequate 
wiring promotions, association activities, 
ete. Additional correspondents are needed 
in many of the trade territories in the 
Southern and Southwestern States. 

You can obtain complete details by 
writing at once to the Editor of 


ELECTRICAL SOUTH 


Grant Building Atlanta 3, Ga. 








Ask for Catalog 10-A 


MEET YOUR LOCAL DISTRIBUTOR 


The Superior carbon brush distributor in your 
vicinity is a good man to know. He has been 
chosen to serve you because he is thoroughly 
versed in his subject, because he is morally 7 
and financially responsible, and because he 
can stand behind our product truthfully and 
enthusiastically. If you have not met him, may 


we introduce him? 


SUPERIOR CARBON PRODUCTS, INC. 


9115 George Ave. Cleveland 5, O. i . 


CARBON 
BRUSHES 


However, WE WANT 
MORE DISTRIBUTORS 


We use Superiorbrush grades in the manufacture 
of our own product and sell them to many users. 
Superior quality, widely known for 26 years, is your 
assurance of satisfactory service. Our own en- 
gineering background is the user's further protec- 
tion. We'll furnish or develop the right brush for 
your application. . . . Our rapidly expanding 
Southern market now demands more good dis- 
tributors. Write us for our proposition, or — 


the Show 


See us at 


NATIONAL INDUSTRIAL SERVICE ASSOCIATION 
Tampa —April 8,9,10 


SOUTHERN CARBON BRUSH COMPANY 


109 North 11th Street * Birmingham, Ala. 
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M& W 


NEW 
NON - INDUCTIVE TYPE 
CABLE RACKS 


@ AC or DC current. 


@ One-piece construction. 
@ Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


© Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
7 


Send for Copy of 
BULLETIN CS-5] 


illustrating our line 


of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 


appliance super market are already 
laid. In addition to the newspaper in- 
sertions currently running in New Or- 
leans papers over the signature of 
Radio Center, he will use an extensive 
direct mail campaign in the form of 
folders and letters, and will also take 
radio time to plug his store and its 
wide, extensive appliance stocks. 

Loris Levy is calling upon every 
trick in the book of the distribution 
experts, who in a few years revolution- 
ized an entire selilng pattern with the 
food super market, to put over his 
super electrical appliance market. 


The Wholesaler’s 
Place in the Picture 
(Continued from page 28) 


profits by the saving. 

We will continue to use the whole- 
saler because we have been successful 
in persuading our users that they are 
better off not to deal with the manu- 
facturer direct. We have nothing to 
say as to how a wholesaler handles 
his business. As a matter of fact, 
it’s illegal for us to attempt to dic 
tate either the price at which he 
sells, or how he shall distribute our 
goods. 

I believe that the electrical con- 
tractor is better off in buying through 
the electrical wholesaler, rather than 
duplicating the wholesalers’ functions. 
Many successful contractors have told 
me that after a trial they have aban- 
doned the attempt to carry other than 
stock adequate enough to cover the 
small, emergency requirements of 
their customers. m 

History bears out this statement. 
When I first came into this busi- 
ness, the wholesaler-contractor type of 
business was flourishing. ‘Today, prac- 
tically all of them have either split 
apart or one has absorbed the other. 
The electrical contractor is the whole- 
saler’s best customer, and it is to the 
wholesaler’s interest to see that he 
participates as completely as _possiblg 
in the distribution chain, up to the 
point where he becomes a compcti 
tor. 

The electrical wholesaler’s organi- 
zation and services, properly used, can 
be a most important part of the con- 
tractor’s business. The wholesaler can 
supply the contractor with up-to-date 
market and price information, which 
speeds up estimating; his salesmen 
know and can recommend the best 
materials as to quality, and perform- 
ance and cost. Besides, he usually has 
ready to work with the contractor, a 
lighting, a motor, or other specialist. 
He can get manufacturers’ engineers 
on the job, if and when needed. 
These are services that only an or- 


5@) BD) N (em 210) 0):) 5 mee oap 
* WASHER LUGS x 


A SIZE and TYPE for every need! 


FOLDS OVER HERE TO CLOSE 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
ei VINE AT THIRD—-ES * CINCINNATI 2, OHIO 








IT’S A GOOD MORNING IN 


oT. LOUIS 


AFTER A COMFORTABLE 
NIGHT AT 


WASHINGTON AT NINTH 
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FAN BLADES 


Designed 
To Produce A 
Maximum Flow 


DIAMETER 22” Of Air 














With A 
Minimum Of 
Noise 


All Blades Made in 











Either 14” or %” Bore. 
DIAMETER 20”-24” 





APPLIANCE DISTRIBUTING CO. 


163 WALTON ST., WN. W. 
ATLANTA 3, GA. 








pV XCr 
0X J AUTOMATIC 
2=—~ ELECTRIC 


“WATER HEATERS 
HIGHEST in Sales... 


Lowest 
in OPERATING cost 


Today’s modern kitchen, 
bathroom and laundry de- 
pend upon an_ unlimited 
supply of hot water. 


The SEPCO electric water 
heater is the best way to 
till this need for plenty of 
hot water — for every 
member of the family. 


ATTRACTIVE - MODERN 
ECONOMICAL 
DEPENDABLE & SAFE 


AUTOMATIC ELECTRIC HEATER CO. 
POTTSTOWN, PENNA. 
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WASHING MACHINE 


Replacement Parts 


For All Makes 
WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 


Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


pISTRIBUTORS| 





811 - 9th St., N. W. 
WASHINGTON 1, D. C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS’N. 

















SECO cooitctans 
PERU conta 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


AFTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


AVAILABLE SIZES 

24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 
Write per Illustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. + ST. LOUIS 13, MO. 











COMPLETE T&B KIT 
For The Man Who 
Hooks Up Small Wires 


Contains everything you need: A lib- 
eral supply of standard T &B Sta-Kon* 
Pressure Terminals** in three popu- 
lar sizes #22 through #10, and the 
simple T&B streamlined Installing 
Tool. 


This Assortment Kit assures quick, 
safe, neat wiring jobs in the shop or 
on location. No solder. No fuss. No 
muss. T&B Sta-Kon Terminals are 
engineered to make perfect electri- 
cal and mechanical connections. Ap- 
proved by Underwriters Laboratories 
and U. 8. Government. Millions were 
specified for battle-wagons, bombers 


and other critical war uses. 


Buy one of these handy, inexpensive 


Sta-Kon Terminal Assortment Kits 


today from vour nearby T&B Elec- 
trical Supply Wholesaler, our sole Dis- 


tributor. 


The Thomas & Betts 
Incorporated 
Room 423 
Citizens & Southern Bldg 
Atlanta 3, Ga. 


The Thomas & Betts C 
Incorporated 
518 Masonic Temple Bld 
New Orleans 12, la 


The Thomas & Betts Co., 
Incorporated 
P. O. Box 2372 


Charlotte, North Carolina 


THE THOMAS ¢ BETTS CO. 


INCORPORATED 
manufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 
In Conada: Thomas & Berts itd., Montreal 





ganization specializing in electrical 
industry problems can be prepared to 
perform. 

He will deliver the contractor’s 
jobs on schedule and out of his stock, 
handling emergency requirements. He 
can cut away down on the contractor's 
handling costs and eliminate those 
same old hidden costs, depreciation, 
obsolesence, insurance, taxes, etc. 


Preview of 
Electrical Living 
(Continued from page 26) 


board cabinet simply by attaching it 
to the shelves. 

Accessories include condiment 
shelves, towel racks, tray storage, cut- 
lery boards, cup hooks, sliding vege- 
table bins and bread boxes, flour and 
sugar bins and sliding lid racks. A 
sliding table is also being planned. 

“Automatic interior lighting, work- 
surface lighting and a convenience 
outlet are all provided with the cabi- 
nets as in the past,” Mr. Enderle ex 
plained. “The essential difference is 
the packaging of loose components 
in one parcel. This will simplify and 
reduce the cost of installing these 
electrical conveniences.” 

All connections are made at the 
front underside of the cabinets, and 
wires are carried in a simple channel 
If the user wants interior lighting 
only and a standard fluorescent fixtur 
for work-surface lighting, the ligh 


socket is eliminated and a plug butto-, 


is installed in its place. 

The shelves of the cabinets, like 
those featured by General Electric be 
fore the war, are made of heavy ste¢i 
wire to provide 100 per cent visibility 
in interiors. Pre-adjusted and remov- 
able, they permit casy cleaning and 
lock into position when re-installed. 

Simplified ball-bearing construction 
permits cabinet drawers to glide in 
and out—even more easily when load- 
ed—at the finger’s touch. 

Doors of base cupboard and wall 
cabinets are identical and interchange- 
able. Their box-girder construction 
prevents twisting, sagging, warping or 
separation of panels. 

The hinges used are of a new de 
sign, permitting the doors to open 
to a 180 degree angle where formerly 
they opened only 90 degrees. 

Because the top of the wall cabi- 
nets is now flush, the necessity for 
furring down to close up the space 
between the cabinet and the ceiling is 
eliminated, Mr. Enderle said. 

The full-recess back previously fea- 
tured in the G-E cabinets has been 
cut down to a partial recess. Storage 
space is thus increased. 

Included in the complete line of 





General Flectric cabinets are thrce 
“package sinks.” In these units a 
standard Crane sink is incorporated 
with G-E base cabinets on either side. 
In all cases the sink includes a swing- 
ing faucet and a pull-out spray 





Carbon Products 





Ve HELWIG °° 
‘BRUSH KIT 

MOTOR Bers 

9 a 





BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 


Southern Offices 
1277 Cumberland Rd., N.E. 
Atlanta, Ga. 
Telephone: Hemlock 1992-J 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houson 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo 
Telephone: Chestnut 6510 














uba eit. 


LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 
Galvanized Structures. 
It sticks, it blends. 


Cibo INC. 


NORTH ARLINGTON, N. J. 





For Sale—Very Reasonable Price 
One Fairbanks-Morse Engine. 200 H.P. 257 
R.P.M. Style V, direct connected to Fair- 
banks-Morse generator 170, 3 phase, 60 
cycle, 2300 volts. Address Box 610, care 
ELECTRICAL SOUTH, Grant Bldg., Atlanta 
3, Georgia. 
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‘Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 


The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mounted quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 


This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or aS a window fan. 


WOV-80 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT Each Reed 
Oak Sen Sense n eats seas : M You'll be enthusiastic, too, when you discover the 


label of the Prepeller Fan Man- t i 
afacturers Association. This la- profit opportunities of this modern, streamlined 
St a eed cae : quick-freezing and cold storage cabinet. 

with the Standard Test Code as It will pay you to investigate POLAR-FREEZ ... 
approved by the American Soci- pioneer unit in home and commercial freezers. 


=< Heating and Ventilating Front View *Phone, write or wire us today for complete details. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment oa a70F Sewced Séee0" 


1001 St. Charles Ave., New Orleans 8, La, *‘BUILDING BETTER PRODUCTS FOR 40 YEARS"' 








cwicaece OFrrce;: 








THE ULTIMATE 
IN 
QUALITY 








Plans for new products and the When selecting resistors, give 
modernization of existing ones are consideration to the developments 
on every drafting board. In the that have been made to meet 
electrical and electronic industries the severe conditions of the 
manufacturers are indeed entering past several years. A resistor 
a competition of design. You and that better meets your require- 
every other manufacturer are ments will add to the utility of 
studying available components. your product. 


The new Ward Leonard Hand a 
Book *‘Resistors’’ gives resis-\“tm@%>*u, 
1 , = e™ 
mincls: mountings ond’ cnclo.. \v°-2Ss RELAYS + RESISTORS - RHEOSTATS 


minals, mountings and enclo- \ 4. > 


cen Ee me SIGNAL ELECTRIC MFG. CO. 


WARD LEONARD ELECTRIC COMPANY © 37 SOUTH STREET MENOMINEE. MICHIGAN 
OFFICES IN PRINCIPAL CITIES MOUNT VERNON, N. Y. 
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LOOK 


FOR THIS STARTER 
In the RED PLASTIC can 
IT LEADS THEM ALL 


PAT. NOS. 2200443 - 2228210 


Locks Out---Resets Automatically 


Positively cuts out deactivated, flickering, 
blinking lamps. 

When trouble is detected the starter automat- 
ically cuts off current to the ballast and lamp. 


Gives long life te ballast because defective 


lamp is locked out. Prevents overheating. 


When Lloyd AUTOMATIC locks out defective 
lamp—Turn off the current—Remove defec- 
tive lamp—Put in a new lamp. 

Allow at least one minute to make the above 
change of lamps. Turn on the current. The 
starter automatically lights the new lamp. 
NO NEED TO DO ANYTHING TO STARTER. 
Lloyd NEW PLASTIC CAN has higher dielectric 


strength, is stronger, lighter, distinctive. 


Knurled rim on plastic can insures positive grip 
for insertion and removal ef starter. 

Plastic can is -ealed, Ne projecting lugs to 
cause trouble. 

The life of the AUTOMATIC starter is many 
times greater than that of the average lamp. 
It saves maintenance costs and power con- 
sumption, protects and insures longer life te 
the ballast and lamp. 


10 Tested in production and prior te shipment 
to insure perfect performance. 


Lloyd Automatic Available in FS-40 and FS-100 
LLOYD PRODUCTS COMPANY 


DEPT. ES-3 PROVIDENCE 5, R. I. 
Representatives in 23 Leading Cities. 
Export Office 13 E. 40th St., N. Y. C. 








The Advertiser's Index is published as a convenience and not a 
part of the advertising contract. Every care will be taken to ind, 
correctly. No allowance will be made for errors or failure to insert. 





A 


Adam Electric Co., Frank 
Advance Transformer Co. 5 
All-Steel Equip Co aint 
Aluminum Co. of America_______ 4 
American Coolair Corp. ae 
Anaconda Wire & Cable Co., Inc._1! 
Anderson Brass Works, Inc._--~~ 
Appliance Distributing Co..______8: 
Atlanta Electrical Agents’ 

10-Year Club____--- .60 and 61 
Automatic Electric Heater 

Co., Ine. ~-85 
Automatic Electrie Mfg. Co.__--_80 


Bendix Home Appliances, 
Benjamin Electric Mfg. Co.___ 
Briegel Method Tool Co.__- 
Bryant Electric Co. ot 
Bull Dog Elee Products Co____ 


Cc 


Chelsea Products, Ine ___- : 
Clark ater Heater Division__ 
Collyer Insulated Wire Co__- 
Commercial Credit Co___- 
Crescent Insulated Wire & 

Cable Co. --- : ies 
Curtis Lighting, Inc. 


D 


Day-Brite Lighting, Inc. 


E 


Edison Genera] Electric 
Appliance Co. 
Efficiency Elec. & Mfg. Co.- 
Electric Steam Radiator Corp. 
Electric Vacuum Cleaner 
Co., Ine. = 


= 

Faries Mfg. Co. ia 
Federal Electric Products 
Co., Inc.-_- 

Frigidaire Division 


G 

Gedney Electrie Co. 

General Cable Corp. 

zeneral Electric Co. 
(Heating Devices) 

General Electrie Co. 
(Home Laundry) 

General Electric Co. 
(Insulating Materials) 

General Electric Co. 
(Lamps) Inside Front 

General Electric Co. 
(Ranges) - 

General Electric Co. 
tefrigerators) 

General Electric Co. 
(Starters) 

xeneral Electric Co. 
(Wiring Devices) Back 

General Luminescent Corp. 

( on Mfg. Co.- sail 

bar Electric Co. 
Gruber Brothers 


H 
Hazard Insulated Wire Works 
Helwig Company : ae 
Hill-Shaw Company 
Hotel Hollenden 
Hotel Lennox 
Hotel Mayfair 
Hubbard & Company 
Hunter Fan & Ventilating 
Co., Ine. Front Cover 


Ideal Industries, Inc. 

Ilsco Copper Tube & Products 
Co., Inc. © ‘ 

Insulation & Wires, Inc.___8 and 79 

Insto-Gas Corp. nem. 

International Appliance “Corp. ae 

International Lighting 
Exposition —- — 17 


2 


Johns-Manville ° 
Johnson Fan & Blower Corp.--.. * 


Kearney Corp., James R.__ 
Krueger & Hudepohl______ 


Landers, Frary & Clark__ 
Lenk Mfg. Co. 
Lloyd Products Co.__- 


M 

M. & W. Electric Mfg. Co 
Malleable Iron Rrange Co._- 
McGill Mfg. Co., Inc.__- 
McGraw Electric Co.-_-- 
Mitchell Mfg. Co. _- 


N 


National Electric Products C< 
Noblitt-Sparks Industries, Ir 


0 


Grate Corp. acai 
. Z. Electrical Mfg. 


P 

Paragon Electric Co._--_- 
Penn-Union Electric Corp 
Premier Division ~-._-~.-- 
Proctor Electrie Co., Divisior 
Progressive Farmer ‘ 


R 

Reading Electrie Co., 
Reed Unit-Fans, 
Rittenhous.: Co., 
Robbins & Myers, 
Royal Electric Co. 


S 


Samson United Corp. 
Sangamo Electric Co. 
Schelm Brothers, Ince.- 
Schwitzer-Cummins Co 
Seco-Lite Mfg. Co. 
Shreveport Engineering C 
Signal Electric Mfg. Co 
Southern Carbon Brush Co 
Spero Electric Corp. 
Square D Co. Inside B 
Subox, Ine. 

Superior Carbon Prod., 
Swartzbaugh Mfg. Cc 


t 


Thomas & Betts ¢ 
Trible’ 


Ir 


rible ; 
Trilmont Products Cc 
¢ imbull Electric Mfg 
“‘uttle & Kift, Ine 


U 


United States Rubbe 
(Tape Division) 
United States Rubber 

(Wire Division 


V 


W 


Wakefield Brass Co., F. W 
Walker Electrical Co._- 
Ward Leonard Electrie C« 
Westinghouse Electric Corp 

(ABI Breakers, Panelboar 

Bus Duct) 

Westinghouse Electric Cor 

(Appliances) —- 
Westinghouse Electric Corp 

(Controls & Integral Mot 
Westinghouse Electric Cor 

(Lamps) os 
Weston Electrical Instrumer 

Corp. ‘ & 

White Products 
Wiegand Co., Edwin Ei 
Wiremold Co, 


Y 


Youngstown Sheet & Tube ‘ 


ELECT} 
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Ositive fae 


FUSE CLIPS 


-.--an exclusive feature of 
all Square D Safety Switches 


What do these fuse clips add to overall safety switch per- 
formance? Plenty! 
@ They reduce heating at contact points by 60%, compared 
with conventional type clips. 
e@ Copper instead of bronze, they afford substantially more 
conductivity. ; 
e Lower contact resistance because of higher contact 
pressure. 
e Design permits easy insertion and removal of fuses, not- 
withstanding the higher contact pressure. 
@ The Positive Pressure is automatic. It requires no bolts 
or clamps. It is immune to the loosening effect of vibration, 
wear or thread stripping. 
This is one of many basic features which have placed Square 
D safety switches in the number one preference spot. 


Wrte for BULLETIN 500 which describes Square D’s com- 
plete safety switch line and ail its features. Address 


Square D Company, 6060 Rivard Street, Detroit 11, Michigan. 


SQUARE J) COMPANY 


DETROIT MILWAUKEE LOS ANGELES 
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FOR ALL JOBS. 


General Electric wiring devices are 
ideal for new wiring and for wiring 
modernization, wiring replacements 
and wiring extensions, They are high 
quality...attractive in appearance... 
will harmonize with any setting. They 
are easy to install, too, and will give 
long, dependable service. 

Included in the G-E wiring device 
line is a wide selection of switches, 


CHOOSE G-E WIRING DEVICES 


FEATURES 


1. Easy to Wire 

2. Carefully Engineered 
3. Sturdy Construction 
4. Well Insulated 

5. Thoroughly Tested 
6. Neat Appearance 


convenience outlets, plates, lamp- 
holders, interchangeable devices, 
fluorescent accessories, plug and cart- 
ridge fuses, etc. The right devices are 
available for industrial wiring, com- 
mercial wiring and residential wiring. 
What’s more they are available right 
in your own territory. G-E Distribu- 
tors are located at key points all over 
the country. 


For further information see the nearest G-E Merchandise Dis- 
tributor or write to Section D-362-16, Appliance and Mer- 
chandise Department, General Electric Co., Bridgeport, Conn. 


GENERAL @ ELECTRIC 
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